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Purina Salesman Wollam, left, and Purina Dealer J. W. Hanson of Hanson's Hatchery, Brice- 
lyn, Minn., right, visit Grower Gordon Hunt, center, whose 8,000 birds are ready for market. 





Four basic ways in which Purinamen can help the banker 
to finance indaws profitably and with reasonable safety, 
Mr. Kenefick told a recent banker’s convention, are: 

1. SELECTION OF GROWER — The Purina Salesman 
and Purina Dealer know the producers — their ability, 
equipment, program and chances for success. 

2. SANITATION — Purinamen know how to prevent 
as well as combat diseases, a major risk of turkey raising. 

3. SUPERVISION — Purinamen help supervise the 
grower — keep him on a profitable program and help 
him over the trouble spots. 

4. ESTIMATES — Purinamen help plan the feeder’s 
program, know his needs for the year. Purinaman How- 
ard C. Wollam estimated one year’s financing problem 
for the National Citizens Bank within three-fourths of 
one per cent on a $145,000 operation involving 42 
growers in 20 counties with 80,000 poults started. 
Knowledge like that really helps a banker because meet- 
ing the needs of the grower is the first requisite of suc- 
cessful turkey financing. 


Weive never had a loss..working with the PURINA Man 


... says P. R. Kenefick, President, National Citizens Bank, Mankato, Minn. 






Purina Salesman H. C. Wollam and Banker P. R. Kenefick 


THE PURINA DEALER IS A MAN 
YOU SHOULD KNOW 


Rural bankers in many other communities are 
finding their Purina Dealer a good man to 
know. He and his employees contact farmers 
day in and day out. They know when the farmer 
needs banking service, they know when the 
banker has a good risk and a bad risk. Have 
you ever discussed your services with the Purina 
Dealer? Make it a point to do it soon. Working 
together . .. Banker and Dealer .. . you can 
build your agricultural community. 


RALSTON PURINA COMPANY 
Headquarters, St. Lovis 2, Mo. 
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~ I got a whole shelf full! 


If every salesman wore a hatband that told 
what he was selling... my favorite bonnet the last few 





years would have been that ever-stylish “Convenience”’ 
model. For a while convenience sold almost anything. 
But one nice thing about the Pitney-Bowes postage 


meter is that a salesman can always wear the hat that 





Nobody can deny the convenience 
of a postage meter for bank mailing or 
parcel post. You get rid of the adhesive 
stamps . . . and separating, sticking, 
and locking up stamps. You always 
have postage in the meter, can print 
the exact amount needed. But there 
are other advantages well worth while. 

Time Saving. . . for instance, in 
a small bank or a big trust company. 
The meter will print postage and seal 

\ envelopes at the same time—far faster 
fc N than lick and stick methods. 

Economy .. . rears its ugly head 
again. Time is worth a lot more, with 
all salaries higher, and the meter 
usually shows a saving in postage. 

Postage Accounting .. . is a 
headache, until you get a meter which 
automatically keeps its records. 


PITNEY-BOWES Postage Meter 


-~ 
— 
Pirney-BoweEs, INnc., 3818 Pacific St., Stamford, Conn. 


Originators of Metered Mail... largest makers of postage meters 
... Offices in 63 principal cities in the United States and Canada. 
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fits the situation. I got a whole shelf full! 


Postoffice Speed . .. When mail 
is metered it is already postmarked and 
cancelled, skips two postoffice steps, 
can make earlier trains and planes. 

Advertising . . . is an extra. The 
meter die which prints postage and 
postmark, can also print a small ad on 
the envelope — publicize a product, 
service, slogan or cause. 

Prestige . . . here’s 
another plus. Metered 
mail means a modern, 
efficient firm. 













what a postage meter 
can do, call our nearest 
office — I'll come over 
with my big hatbox... 
Or write us for an 

illustrated booklet. 
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Guaranty Trust Company of New York 


140 Broadway 


Fifth Ave. at 4th St. 


LONDON ° 








Madison Ave. at 60th St. 
PARIS ° 


40 Rockefeller Plaza 
BRUSSELS 


Condensed Statement of Condition, September 30, 1947 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers 


- $ 528,013,046.59 


U. S. Government Obligations . - « « « 1,407,618,355.96 
Loans and Bills Purchased . . ed 789,353,139.34 
Public Securities . . "100, 481,560. 01 
Stock of the Federal Reserve Bank 9,000.000.00 
Other Securities and Obligations . 11,808,699.35 
Credits Granted on Acceptances . 6,988,853.59 
Accrued Interest and Accounts 
Receivable . . 9,971,204.00 
Real Estate Bonds and Mortgages 1,351,385.46 
139,601,702.41 
Bank Premises ° e . . . . © . e + 4,879,381.78 
Other Real Estate . . . . . . . . . . 131,085.40 
Total Resources . - « e e« « $2,869,596,711.48 
LIABILITIES 
Capital . e 7 . e . . . $ 100,000,000.00 
Sureilus Pemd . « « « © 200,000,000.00 
Undivided Profits . . . « « 59,046,425.38 


Total Capital Funds . . 
Deposits . . ie 
Treasurer’s Checks Outstanding ° 


Total Deposits. . . . . 
Acceptances . . - «§ 
Less: Own Acceptances "Held 

for Investment . ... .- 


Liability as Endorser on Accept- 
ances and Foreign Bills. . . 
Dividend Payable October 1, 1947 
Items in Transit with Foreign 
Branches (and Net Difference in 
Balances between Various Offices Due 
to Different Statement Date of Foreign 
Branches) ‘ " oe 
Accounts Payable, Reserve for 
Expenses, Taxes, etc. . + «+ 


Total Liabilities . 


- $ 359,046,425.38 


. $2,450,011,993.02 
25,089,414.19 


- + « « + 2,475,101,407.21 
15,725,651.66 
8,736,798.07 


g 6,988,853.59 


232,933.00 
3,000,000.00 


1,934,434.78 


23,292,657.52 


35,448,878.89 
+ $2,869,596,711.48 


Securities carried at $80,358,068.53 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. This 


Statement includes the 


Branches as of September 26, 1947. 








J. LUTHER CLEVELAND 
Chairman of the Board 


W. PALEN CONWAY 
Chairman of the Executive Committee 


resources and liabilities of the English, French, and Belgian 


WILLIAM L. KLEITZ 


President 


DIRECTORS 


GEORGE G. ALLEN Director, British- 
American Tobacco Company, Limited, 

and President, Duke Power Company 

WILLIAM B. BELL President, American 
Cyanamid Company 

F. W. CHARSKE Chairman, Executive 
Committee, Union Pacific Railroad Company 

J. LUTHER CLEVELAND Chairman of the Board 
W. PALEN CONWAY Chairman of the 
Executive Committee 

CHARLES P. COOPER Executive Vice-President, 
American Telephone and Telegraph Company 


WINTHROP M. CRANE, JR. President, 
Crane & Co., Inc., Dalton, Mass. 
STUART M. CROCKER President, 


Columbia Gas & Electric Corporation 

JOHN W. DAVIS of Davis Polk Wardwell 
Sunderland & Kiendl 

CHARLES E. DUNLAP President, 
Berwind-White Coal Mining Company 

GANO DUNN President, The J. G. 
White Engineering Corporation 

WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 


LEWIS GAWTRY 
JOHN A. HARTFORD President, The Great 
Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the 
Board, Anaconda Copper Mining Company 
MORRIS W. KELLOGG Chairman of the 
Board, The M. W. Kellogg Company 
WILLIAM L. KLEITZ President 
CHARLES S. MUNSON President, Air 
Reduction Company, Inc. 
WILLIAM C. POTTER 
GEORGE E. ROOSEVELT of Roosevelt & Son 
EUGENE W. STETSON Chairman, Executive 
Committee, Illinois Central Railroad Company 
ROBERT T. STEVENS Chairman of the Board, 
J. P. Stevens & Company, Inc. 
THOMAS. J. WATSON President, 
International Business Machines Corporatior 


CHARLES E. WILSON 


Retired 


President, General 
Electric Company 
ROBERT W. WOODRUFF Chairman, 

Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 
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CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND LRUST COMPANY 


OF CHICAGO 





Statement of Condition, October 6, 1947 


RESOURCES 
Cash and Due from Banks $ 550,112,684.98 
United States Government Obligations 1,330,833,601.32 
Other Bonds and Securities 57,272,339.04 
Loans and Discounts 458,929,977.53 
Stock in Federal Reserve Bank 3,600,000.00 
Customers’ Liability on Acceptances 540, 725.74 
Income Accrued but Not Collected 6, 147,230.72 
Banking House 10,275,000.00 


$2,417,711,559.33 


Deposits $2,228,000,089.51 
Acceptances 540,725.74 
Reserve for Taxes, Interest, and Expenses 11,672,901.84 


Reserve for Contingencies 18,107,784.59 
Income Collected but Not Earned 401,544.04 
60,000,000.00 
60,000,000.00 
38,988,513.61 


United States Government obligations and other securities carried at 
$374,285 960.46 are pledged to secure public and trust deposits and for 
other purposes as required or permitted by law 


Member Federal Deposit Insurance Corporation 
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| TP LOGKS OUT ERRORS! 











The design and construction of the National 2000 
Proof Machine automatically makes detailed accuracy 
a certainty. 

Through its “Lock Proof” feature, any error in the 
entry of items is automatically localized to a single 
deposit, and must be corrected before the machine will 
handle the next item. 

Accuracy in sorting items is facilitated by the auto- 
matic opening of a shutter located on the compartment 
in which the item should be placed. This shutter is 
actuated by the depression of the classification key 
used in identifying the item on its individual listing tape 
and/or the master tape. 

This National Proof Machine takes care of all mail, 
counter, and clearing house items. It not only provides 
centralized control of all departments, but also positive 
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proof of every credit total recorded. Why not take up 
your problems with your National representative? 
He’ll gladly demonstrate the advantages of the National 
Proof Machine, or of any of the other time-and-money- 
saving Nationals that can help any bank, large or small. 
Or write to The National Cash Register Company, 
Dayton 9, Ohio. Offices in principal cities. 
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THE NATIONAL CASH REGISTER COMPANY 
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THE NATIONAL CITY BANK 
OF NEW YORK 


1812 — 135th ANNIVERSARY — 1947 


Head Office 


55 WALL STREET 


New York 


Condensed Statement of Condition as of September 30, 1947 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(In Dollars Only—Cents Omitted ) 


Cash and Due from Banks 


United States Government Obligations (Direct 
or Fully Guaranteed) 


Obligations of Other Federal Agencies........ 
State and Municipal Securities 

Other Securities . ; 

Loans, Discounts, and Bankers’ Acceptances. . 
Real Estate Loans and Securities............ 
Customers’ Liability for Acceptances......... 
Stock in Federal Reserve Bank..... 
Ownership of International Banking Corpora- 


Bank Premises 
Other Assets 


Deposits 
(Includes United States War 
Loan Deposit $27,896,868) 

Liability on Acceptances and Bills. . $31,397,641 
Less: Own Acceptances in Port- 


Items in Transit with Branches 
Reserves for: 
Unearned Discount and Other Unearned 


Interest, scare Other Accrued Expenses, etc. 


Dividend . 
Capital . 
Surplus. . yaa 
Undivided Profits. 


_.$77,500,000 
152,500,000 
. 38,260,503 


$1,208,876,854 


2,183,146,029 
30,529,300 
244,767,711 
78,798,334 
1,144,278,147 
2,955,770 
18,039,851 
6,900,000 


7,000,000 
28,714,293 
3,409,828 


$4,957,416,117 


$4,622,164,738 


19,341,550 
5,747,315 
5,231,674 


34,345,337 
2,325,000 


268,260,503 


$4,957 ,416,117 


Figures of Foreign Branches are as of September 25, 1947. 


$273,436,706 of United States Government Obligations and $3,396,013 of 


other assets are deposited to secure $206,640,344 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation 








DIRECTORS 


GORDON S. RENTSCHLER 
Chairman of the Board 


W. RANDOLPH BURGESS 
Vice-Chairman of the Board 


WM. GAGE BRADY, JR. 
President 


SOSTHENFS BEHN 
President, International Tele- 
phone and Telegraph Corporation 


CURTIS E, CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


GUY CARY 
Shearman & Sterling & Wright 


EDWARD A. DEEDS 
Chairman of the Board, The 
National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


A. P. GIANNINI 
Founder-Chairman, Bank 
of America National Trust 
and Savings Association 


JOSEPH P.GRACE, JR. 
President, W. R. Grace & Co. 


JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 


GERARD SWOPE 
Honorary President, General 
Electric Company 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 
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DOUGLAS -GUARDIAN 


WAREHOUSE CORPORATION 
“The Bankers’ Field Warehouse Company” J 


NEW ORLEANS I, La., 118 North Front St LOS ANGELES 14, Calif , Garfield Bidg SPRINGFIELD, Mo., Holland Bidg 

NEW YORK 4, N.Y., 50 Broad St MEMPHIS 3, Tenn., Porter Bidg TAMPA 2, Fla., 416 Tampa St 

CHICAGO 2, Ill., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bldg EL PASO, Tex., First Nat'l Bank Bidg 

ATLANTA 3, Ga., Hurt Bidg. PORTLAND 5, Ore , 729 S W Alder St HARTFORD 5, Conn., 945 Asylum Ave 

CLEVELAND 14, Ohio, Union Commerce Bldg ROCHESTER 4, N Y., Commerce Bldg KANSAS CITY, Mo., 1207 Grand Ave 

DALLAS |, Texas, Tower Petroleum Bldg SAN FRANCISCO 4, Calif , 300 Montgomery St JACKSONVILLE |, Fla., 601 Florida Theater Bidg. 
EASTON, Md., 438 South Street SPRINGFIELD 3, Mass., 172 Chestnut St PHOENIX, Ariz . 1516 Flower Circle North 
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The First National Bank 
of Chicago 


Statement of Condition October 6, 1947 


ASSETS 


Cash and Due from Banks, . ‘ : = -$ 455,018,725.20 
United States Obligations—Direct and fully Guaranteed, 

Unpledged, ; ; ‘ . $653,618,821.73 

Pledged—To Secure Public Deposits and 

Deposits Subject to Federal Court Order, 91,122,500.00 

To Secure Trust Deposits, . ‘ 55,191,413.16 

Under Trust Act of Illinois, . 4 527,600.00 800,460,334.89 
Other Bonds and Securities, , ‘ , : - 111,411,818.06 
Loans and Discounts, . . ; . ‘ i - 749,813,260.14 
Real Estate (Bank Building), ‘ ‘ ‘ ‘ ‘ 2,830,401.30 
Federal Reserve Bank Stock, ‘ ‘ , ; ‘ 3,750,000.00 
Customers’ Liability Account of Acceptances, . ‘ 2,201 ,356.26 
Interest Earned, not Collected, . ‘ , : , 5,543,989.02 
Other Assets, ° é ; : . ‘ - ‘ 659,117.12 


$2,131,689,001.99 


LIABILITIES 


Capital Stock, . . , . ‘ ‘ i -$ 60,000,000.00 
Surplus, : ; 65,000,000.00 


Other Undivided Profits, . ; ; ‘ ; ; 6,913 ,970.39 
Discount Collected, but not Earned, . ‘ . F 1,085,851.44 
Reserve for Taxes, etc., ' ‘ ' ‘. : 8,653,963.71 


Liability Account of Acceptances, ‘ ° ‘ F 2,522,549.32 
Time Deposits, . . ‘ - $ 368,572,999.99 
Demand Deposits, 3 j - 1,477,309,424.37 
Deposits of Public Funds, . ‘ 141,629,132.19 1,987,511,556.55 
Liabilities other than those above stated, .  . : 1,110.58 


$2,131,689,001.99 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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SEES —IRON AND STEEL PRODUCTS COST RAILROADS 47% MORE 
Bug hu (COAL AND OIL) COSTS RAILROADS 81.9% MORE 


ws § | — WAGES & WAGE TAXES COST RAILROADS 75.5% MORE 
Yan Sa Y (Only recently an Arbitration Board raised annual wage costs $50,000,000 on the a alone.) 
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IT’S UNFAIR TO THE PUBLIC 


to deny railroads reasonable increases in freight rates so that 
service can be improved. 

While industry is obtaining higher prices to meet its increased 
costs, it should not overlook its own need for adequate and 
efficient railroad service —that the country may continue to grow 
and prosper. 

Industry is prosperous when the railroads are prosperous. 

Railroad operating costs have increased more than 65% 
since 1939. Freight rates have advanced but 28%. An unsound 


situation which cannot continue. 


PUBLISHED IN THE INTEREST OF 218,000 STOCKHOLDERS 


PENNSYLVANIA RAILROAD 
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PROGRESSIVE BANKS EVERYWHERE ARE 


MODERNIZING THEIR COMMERCIAL WINDOW SERVICE 


No more passbooks. No more time- 
consuming pen-and-ink entries. The 
Burroughs Commercial Teller’s Machine 
handles all types of transactions in seconds 
... identifies all deposits by number and 
by teller with printed, registered receipts 
... and automatically accumulates cash-in 
and cash-out totals needed for balancing! 


There’s less waiting in line, less lobby 
congestion, and less time lost in internal 
accounting. And there’s more protection 
for both customer and bank through the 
more complete identification and control 
of transactions. 


Small wonder the Burroughs Commercial 
Teller’s Machine is so welcome in banks. 
Already banks from coast to coast can 


WHEREVER THERE'S BUSINESS THERE’S 


testify that it brings faster, better service, 
improved public relations and increased 
goodwill. 


Your local Burroughs representative will 
gladly show you how your bank can 
share in these benefits. He’ll tell you all 
you want to know about the operation of 
the machine and the experiences of other 
banks with it. . . how they’ve introduced 
this new service . . . how they’ve won 
increased goodwill and favorable pub- 
licity ... how they’ve handled the change- 
over with customers and tellers. 


Call your nearest Burroughs office today 
and bring yourself up to date on the 
greatest development in banking service 
for many a year! 


IN MODERN BUSINESS MACHINES 


Burroughs 6). aan 


FIGURING, ACCOUNTING, STATISTICAL AND CASH REGISTERING MACHINES 
NATIONWIDE MAINTENANCE SERVICE + MACHINE SUPPLIES 


Ss 
Sit 
ois: 
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STATEMENT OF CONDITION, SEPTEMBER 30, 1947 


RESOURCES 


Cash and Due from Banks. ... . $1,193,069,368.82 
U. S. Government Obligations . . . . ; 2,138,599,520.72 
State and Municipal Securities . . . . ‘ 91,853,462.40 
a a 152,350,694.79 
Loans, Discounts and Bankers’ Acceptances . — 1,264,224,713.58 
Accrued Interest Receivable . . .. . 13,780,235.97 
Mortgages. . 2 2 © © «© « © . a 10,222,654.39 
Customers’ Acceptance Liability . a 10,009,200.84 
Stock of Federal Reserve Bank . . r 7,950,000.00 
Banking Houses. . ... . ; ~ 31,204,268.45 
Oeher Assets . . » «+ 4,418,464.02 


$4,917,682,583.98 





LIABILITIES 

Capital Funds: mae = br) 
Capital Stock . . - « « « $111,000,000.00 
Surplus... . » + « «+ 154,000,000.00 
Undivided Profits. a oer 5 3,834,539.57 





$ 318,834,539.57 
Dividend Payable November 1,1947 . . . 2,960,000.00 
Reserve for Contingencies . ... . 17,290,964.97 
Reserve for Taxes, Interest, etc.. . . . . 10,203,806.37 
Deposits . 2. © « © «© © © «© © © «© « « « 4 $41,740,606.05 
Acceptances Outstanding . . . .$ 15,868,835.12 
Less Amount in Portfolio . . . 4,969,057.42 10,899,777.70 
Liability as Endorser on Acceptances  —™ 
and Foreign Bills. . . . . 4,412,952.93 
Other Liabilities. . . ‘ 11,339,936.39 


$4,917,682,583.98 


United States Government and other securities carried at $287,317,070.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


THE C 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 


wey BANKERS 
MONTHLY 


REDUCING EXPENSES 
INCREASING INCOME 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST. 
CHICAGO 5, ILL. 


How Commercial Letters Of Credit 
Help Finance Foreign Trade 


Bankers whose banks have no foreign department can often benefit 
their customers by suggesting ways in which the bank may be help- 
ful through the use of the foreign department of its city corre- 
spondent. The information here shows how some foreign trans- 
actions are handled. 


LETTER of credit is an author- 

ization given by a bank to a 
beneficiary (usually a shipper of 
merchandise) to draw drafts on the 
bank under conditions outlined in 
the letter of credit. It is a definite 
commitment by the bank to draw- 
ers, endorsers, and bona fide hold- 
ers of drafts drawn under and in 
compliance with the terms of the 
credit, that such drafts will be hon- 
ored. It is solely an instrument of 
finance which implements the pur- 
chase contract for the buyer, but 
does not guarantee the buyer that 
he will obtain the merchandise he 
has contracted to buy. 

Legally, the sales-purchase con- 
tract and the letter of credit con- 
tract are separate and distinct. Fail- 
ure to live up to the terms of the 
former cannot be used to stop or 
force payment under the credit. It 
is important that bank officers real- 
ize this when passing on credits 
requested by customers, and it is 
equally important that the buyer 
know something about the seller. 


Purpose Of Letter Of Credit And 
Documents Required 


The reason for issuing a letter of 
credit usually is that the seller has 
made it a part of the deal, and per- 
haps because his own financial con- 
dition requires him to obtain pay- 
ment when he ships, or because he 
does not care to extend credit to the 
buyer. While a letter of credit af- 
fords more protection to the seller 
than to the buyer, it does assure the 
buyer that invoices and other docu- 


By ARTHUR W. ROBERTS 


Vice President, Continental Illinois National Bank 
and Trust Co. of Chicago 


ments must be provided as desired 
by him before he must pay. 

Some of the terms of the pur- 
chase contract may be incorporated 
in the credit, such as the kind and 
amount of merchandise, purchase 
price, tenor of draft, latest date on 
which goods may be shipped, and 
any special documents required. 
Generally speaking, a credit may 
call for almost any type of docu- 
ment or certificate of the seller that 
may be desired by the buyer. 

The principal uses of this docu- 
ment are: Financing exports, im- 
ports, and domestic shipments. It 
may be drawn in a form which is 
irrevocable or revocable. A credit 


A Commercial Letter Of 
Credit Defined 


It is a definite commitment by 
the bank to drawers, endorsers, 
and bona fide holders of drafts 
drawn under and in compliance 
with the terms of the credit, that 
such drafts will be honored. It is 
solely an instrument of finance 
which implements the purchase 
contract for the buyer, but does 
not guarantee the buyer that he 
will obtain the merchandise he 
has contracted to buy. 
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is considered to be revocable unless 
it is labeled “irrevocable,” but in 
legal circles, some take the stand 
it is not. An irrevocable credit 
may be canceled, but only after the 
beneficiary agrees to the cancella- 
tion. It may be confirmed by an 
American bank or it may be uncon- 
firmed, or it may be simply the cred- 
it of a foreign bank in favor of an 
American seller and advised to him 
by an American bank. 

Credits of this type have been in 
use for many years and, briefly, the 
background of letters of credit 
arises from the use of bills of ex- 
change, sight and time drafts first 
used between buyers and sellers, 
one of whom probably was a mer- 
chant bank and/or had a credit on 
his books in favor of the drawer of 
a draft. 


Letters of credit are not men- 
tioned in the National Bank Act, 
but American banks have been 
issuing them on behalf of their cus- 
tomers for well over 70 years. The 
banking technique back of the cred- 
it received from American bank- 
ers is not generally understood by 
exporters. The great majority of 
exporters do business entirely upon 
a credit relationship between an 
American bank and a foreign bank 
which requests the credit for its 
customer’s account. This relation- 
ship may involve overdraft facili- 
ties of substantial amounts, based 
purely on confidence, or it may be a 
collateral arrangement. 

Recently a long-time private 
banker told me that a certain pros- 





Three Important Points In Financing By 
Commercial Letters Of Credit 


1. Legally, the sales-purchase 
contract and the letter of credit 
contract are separate and dis- 
tinct. Failure to live up to the 
terms of the former cannot be 
used to stop or force payment 
under the credit. It is important 
that bank officers realize this 
when passing on credits re- 
quested by customers, and it is 
equally important that the buyer 
know something about the seller. 


perous Latin country whose bankers 
and merchants evidently felt that 
the dollar would depreciate fur- 
ther, operated only on overdrafts, 
almost to the point where he won- 
dered how one ever again acquired 
deposits. Yet this is the financial 
machinery that helps keep the 
wheels of industry turning. 


Assignable Credits Or Time Credits 


Credits are also drawn in assign- 
able form. In other words, the bene- 
ficiary may be described as John 
Doe and/or assigns. This permits 
the beneficiary to assign any por- 
tion of the credit to another party. 
If such an assignment is made, the 
issuing bank must be informed, and 
it then allocates the assigned por- 
tion of the credit to the disposal of 
the assignee. Credits may call for 
drafts at sight or time. 


National banks are authorized 
under the National Bank Act to ac- 
cept drafts with a maturity not 
exceeding six months and covering 
transactions involving the impor- 
tation or exportation of goods. On 
import credits where the customer 
is of undoubted standing, the prac- 
tice is to accept the time drafts and 
then turn the documents over to 
the customer on a trust receipt. In 
other instances where there is a 
question of credit, quite often the 
goods are warehoused and retained 
as collateral pending their sale. 

It is advisable when issuing cred- 
its to keep the description of the 
merchandise as brief as possible. 
In this manner, difficulties are fre- 
quently avoided. Technical descrip- 
tion of the goods is not necessary, 
and, furthermore, the question of 
the contract between the buyer and 
seller is not involved. 

The letter of credit is simply the 
financing medium and not a part of 
the contract. The credit, of course, 
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2. While a letter of credit af- 
fords more protection to the sel- 
ler than to the buyer, it does 
assure the buyer that invoices 
and other documents must be 
provided as desired by him be- 
fore he must pay. 


3. The principal uses of this 
document are: Financing ex- 
ports, imports, and domestic 
shipments. 


will specify what kind of a bill is 
required—whether an order bill of 
lading in negotiable form, or a 
straight bill of lading, which is not 
negotiable and is not always re- 
quired to obtain the goods. Partial 
shipments are permitted unless the 
credit specifies to the contrary. 

Most credits clearly specify 
whether the merchandise is to be 
paid for at an F. O. B. point of ship- 
ment, or on a C. I. F. at destination 
basis. F.O.B. means free on board, 
and C.I.F. means cost, insurance 
and freight. If it is a free on board 
shipment, the seller must pay all 
expenses incurred in transporting 
the merchandise to and loading it 
on the vessel. From that point on, 
the goods belong to the buyer and 
he assumes all risk of loss or dam- 
age and all expenses. 

If it is a cost, insurance, freight 
shipment, the seller must provide 
and pay for transportation to the 
named point, provide and pay for 
marine insurance, provide war risk 
insurance, when desired, at buyer’s 
expense, provide consular invoice, 
certificate of origin, or other docu- 
ments required by the country of 
destination. 


No Employee Should Help 
Audit Own Department 


George Anderson was a very good 
customer of the local office of a 
brokerage house. The account was 
an active and profitable one. One 
day a partner at the main office of 
the brokerage house decided that, 
in the interest of further cementing 
relations with their best customers, 
he personally should meet a num- 
ber of them. 

Upon his arrival at the branch 
office, he took out the list of cus- 
tomers and discussed them with 
the local manager. Anderson’s name 


was near the head of the list, and 
they decided to call on him. 

Much to their surprise, this un- 
covered the fact that George Ander- 
son was an employee of a local bank 
where he managed its Safekeeping 
Department. His position seemed 
hardly in line with his indicated 
wealth. This led to consultation 
with bank officials, a surprise in- 
ventory of securities and the dis- 
covery of a shortage of some $310,- 
000 which forunately was reduced 
to a net of $162,000. 

This man was sixty-two years old 
at the time. The securities had been 
checked regularly, BUT Anderson 
had assisted in the check to the 
extent of bringing out the bundles 
of securities to be verified and re- 
turning them when counted. He had 
managed to conceal the shortage by 
switching bonds from one package 
to another so that the same secu- 
rities were counted several times. 

Perfunctory auditing, too much 
taken for granted can render in- 
effective the best of systems. In the 
necessarily careful and expert in- 
ventory of both securities and cash, 
no one who regularly has access to 
such valuables should have any part 
in the check.—By W. J. Nichols, 
executive secretary, Standard Ac- 


cident Insurance Company, Detroit, 
Mich. 


The Personal Factor 
In Credit Analysis 


A consideration of productive la- 
bor and of the selling, accounting, 
and clerical personnel should round 
out an appraisal of the human ele- 
ment in credit analysis. From what 
classes of intelligence, tempera- 
ment, nationality, and economic 
standing is the labor supply drawn, 
and how may this be interpreted 
in terms of continued adequacy, 
stability, and efficiency? How es- 
sential are skill and training to the 
maximum utilization of available 
manpower? To what extent is labor 
unionized or susceptible to strong 
unionization? How intelligently 
and equitably are local unions led 
and how harmoniously do they 
work with management? What is 
the situation locally with respect to 
the competition for labor and what 
are the relative attractions of ad- 
jacent fields of employment? These 
are but a few among the multitude 
of possible considerations involved 
in a comprehensive analysis of the 
personal factor. — The Credit De- 
partment — published by Robert 
Morris Associates. 
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More People Served 
More Friends Made 
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More Loans Made 


More Bank Income 


Qur Bank Profits From Farm Sales 


The bank lists the items to be sold, sees that they are properly 


cleaned and displayed, advertises the sale (and the bank), 


INCE this bank inaugurated its 

farm Auction Service in 1940, 
its usefulness has been spread over 
an increasingly larger area. Each 
year the bank handles more and 
more sales and increases its farm 
loan volume. 

In 1940, Crandall Melvin, presi- 
dent, desired to find ways in which 
the bank could be of more service 
to local farmers. After carefully 
surveying their needs it was found 
that there was at least one time 
when a farmer was burdened with 
details about which he knew little 
—that was at auction time. 

He was required to keep many 
records, to handle money, and to 
supervise the sale. We also learned 
that there were many farmers dis- 
posing of their property each year 
and usually this was at an auction 
sale. 

Reasons for the sales are numer- 
ous—a few of the most common be- 
ing the inability to secure help, 






new prospective borrowers. 
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keeps account of the records on sale day. 


By E. D. HOLLISTER, Jr. 


The Merchants National Bank and Trust Co. 
Syracuse, N. Y. 


physical disabilities which require 
a change of occupation, and for the 
settling of estates. This appeared to 
be a field where The Merchants 
Bank could really serve farmers and 
also enlarge its own farm loan 
volume. 

The service began modestly, but 
the enthusiastic reception it re- 
ceived was adequate proof that we 
were providing something that was 
needed. 

When a farmer now desires to 
sell his property, he contacts Ed 
Keane, Agricultural Manager for 
the bank. A complete list of all 
items that are to be sold is made, 
a date selected, and the farmer 
indicates the auctioneer he desires 
to have from a list of all who are 
available in the area. From there 
on, the bank does the work. 


Dozens of farmers attend every sale. This makes it possible for the bank’s loan officer to get acquainted with many 


It prepares advertising material 
—listing the sale in the Syracuse 
and country newspapers; sending 
an announcement to its list of form- 
er purchasers at auctions, and to 
other farmers in the county; and 
posting display cards along roads 
where they will be seen by farmers. 
We have found that it is important 
to list each of the items that are 
to be sold so that each individual 
can determine if there is anything 
which he would care to buy. 

The bank also suggests other de- 
tails which would tend to make the 
sale go more smoothly and success- 
fully. An adequate parking area 
must be made available and equip- 
ment must be cleaned so that it 
will present a better appearance. 
At the time of the sale, buyers do 
not wish to waste time; so a tenta- 
tive time schedule is worked out. 
Usually small items are sold first, 
then the machinery, and finally the 
cattle. Every auction must be com- 











The cattle are sold in a tent. This is usually the high point in a farm auction and the part from which the bank gets 
most of its income—both in fees and loans. 


pleted for the farmers present to 
get home in time to care for their 
evening chores. 

The farm machinery is always 
cleaned and displayed, as it might 
be in a show room, so that every- 
one may inspect it prior to the sale, 
and it is located in an area where 
buyers can move from item to item 
to bid on each article as it is offered. 

The highlight of any auction sale 
here is the selling of cattle. Natur- 
ally, this will vary in every sale 
but whenever possible, a large tent 
is erected. Inside the tent, an area is 
roped off where the animals may 
be exhibited. Raised benches are 
provided for the spectators. 

Prior to the sale, all animals are 
cleaned and displayed in the barns. 
Each animal is hip-tagged and cat- 
tle are released to purchasers only 
upon presentation of a receipt from 
the bookkeeper at the sale, showing 
the hip-tag number. 

Sales are held during the winter 
as well as in summer. Despite the 
severe weather common in the area, 
Auction Service has only had to 
cancel one sale since it has been 
operating. Frequently, however, the 
highway department has cooper- 
ated and used plows to keep roads 
open so that it was possible for peo- 
ple to get to the sale. 

On the actual day of the sale, 
Mr. Keane and his three assistants 
arrive on the scene early. They 
check all details and set up our of- 
fice, usually in the barn, where a 
bookkeeper and a cashier are avail- 
able. The other assistant is a man 
who sees that items are available 
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so the auctioneer may keep the sale 
running smoothly and who also 
prepares a record of each item, the 
price paid, and the name of the 
buyer, which is sent to the book- 
keeper so that complete records may 
be available. 

Mr. Keane is always available as 
he is circulating throughout the 
crowd, talking to anyone who de- 
sires to arrange credit. Prior to the 
sale, he usually has handled some 
applications for credit but frequent- 
ly will make arrangements at the 
sale. These loans are both secured 
and unsecured depending on the 
individual case. Mr. Keane has thus 
become acquainted with a great 
many farmers and this experience 


Five Benefits From Bank 
Managed Auction Sales 


1. There is an income of about 
$8,000 per year above sale ex- 
penses—ihis is an average of 
about $160 per sale. 


2. About 80% of the bank’s 
agricultural loans are_ those 
made to buyers at bank-man- 
aged farm auctions. 


3. The loan officer conducting 
these sales gets to know most of 
the farmers in this section. 


4. The area served by the 
bank has been greatly enlarged. 


makes it possible for him quickly 
to set up a loan in most cases. 

The loans at sales are only part 
of the business the bank has de- 
veloped through this service. Fun- 
damentally, the farmer has been 
shown that this bank is always 
ready to help him and frequently, 
when he needs some other item, he 
comes into the bank offices to ar- 
range a loan. 

The bank receives a 5% com- 
mission for conducting the sale out 
of which we pay the auctioneer and 
other expenses. The advertising 
costs are paid by the farmer and he 
feels that his money is well spent. 
By having the bank handle the 
auction, he is assured that his sale 
is run efficiently, that he will be 
provided with a complete record of 
all transactions, and he will be 
handed one check for the proceeds 
of the sale. Rather than trying to 
handle all these details himself he 
can be a spectator, and has plenty 
of time to see how the sale is pro- 
gressing and is available to answer 
questions about any of his articles. 

A recent survey of outstanding 
agricultural loans showed that 80% 
of them were made to people who 
have been buyers at auction sales 
conducted by this bank. 

During 1946, we conducted more 
than 50 sales. The average of all 
sales was over $8,000. The average 
income to the bank from its com- 
mission was $240 per sale. The av- 
erage cost was $80 per sale. The net 
income from 50 sales was $8,000 
besides the income from the many 
loans made on sale days. 
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Safe Deposit Income Doubled 


By A Fair Increase In Rentals 


The renters were willing to pay the new rates. Only a few gave 


UR boxes were installed in 1909. 

The original rate was $2 per 
year and it was still $2 when the 
rent ceiling froze the rate. Even 
before the deluge of new box rent- 
ers, we knew the rental fee was 
too low but had never gotten around 
to adjusting it. 

To give the renter further pro- 
tection, we had taken a great deal 
more additional insurance, still 
with no raise in rent. In the mean- 
time, the cost of personnel and over- 
head had almost doubled. 

The rent ceiling was not removed 
until late fall of 1946. It happens 
that we rent all our boxes so that 
the rent comes due the first of the 
year. This gave us a month in which 
to raise the rent or to let it go for 
another year. 


If we raised the rent, there might 
be some who would accuse us of 
taking advantage of the scarcity of 
boxes to raise the fee. If we did not 
raise the rent, we were unfair to 
the other banking departments by 
letting the safe deposit department 
operate at a loss. Then too, if we 
did not raise the rent, We could not 
afford to install new boxes. 


After careful consideration, we 
decided to raise the rent to $4 per 
year effective at once. We sent the 
following letter to every box renter: 

“To our safety deposit box 
holders: 

“First, thank you for your pa- 
tronage of this department of our 
service. 

“This letter is with reference to 








How Box Rental Was 
Increased 
l. The box rent was raised 


from a minimum of $2 to a mini- 
mum of $4. 





2. A letter announcing the new 
price explained the need for an 
increase, 


3. Only a few released their 
boxes which were quickly rented 
to those on the waiting list. 
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up their boxes and these boxes were quickly rented to others. 


By C. W. FISHBAUGH 


Assistont Cashier, Security Trust and Savings Bank 
Shenandoah, lowa 


safety deposit box rentals for the 
coming year. 

“For upwards of thirty years, 
there has been no advance in the 
rental charge for these boxes; how- 
ever, as you are aware, overhead 
and maintenance costs have meas- 
urably increased. 


“Consequently, beginning Jan. 1, 
1947, our minimum annual rental 
will be $4 plus 80 cents tax. 


“In order that this increase will 
not inconvenience you, if you de- 
cide not to keep your box here, 
kindly notify us, and we will allow 
you until Feb. 1, 1947, to remove 
the contents of the box, with no 
additional charge. 

“However, unless we are so no- 
tified by Jan. 1, 1947, we will as- 
sume that you desire to keep your 
box the coming year and payment 
will be handled as in the past. 

“We will appreciate your co- 
operation in this matter.” 

The letter was well received. We 
had only a few complaints. These 


























































complaints, I believe, we handled 
tactfully and further explained our 
position. We found that, for one 
thing, the renters were willing to 
accept the increase and had been 
for some time; in fact, we have 
found in almost every forward step 
that the public has been more ready 
to accept a sound charge than we 
have been ready to apply it. 

We had a few boxes vacated, 
mostly by renters who had rented 
two boxes or had another box in 
some other bank. We were glad to 
get these boxes, so we could supply 
them to customers who had been 
on our waiting list. We felt that 
this result justified the change. 


The “working people” of this 
country have now become bond 
holders, and they need a safe place 
to keep the bonds. More people are 
home owners and need a place to 
keep abstracts, deeds, insurance 
papers, and other valuable docu- 
ments. 


With interest rates still sagging 
and service charge revenue still 
low, the safe deposit field is one of 
the new bright spots in banking. 
That is, it is, if the rates are made 
more equitable. 












How To Plan Bank Operations 






To Reduce Time And Expense 


Here is a specific routine and check list which, if used, will 
surely result in some improvement which might not have been 


NE of the first requirements for 
planning is that the person 
who is going to plan must be a 
skeptic. A skeptic has been defined 
as one of the most advanced think- 
ers in the world. In other words, 
the man from Missouri—the person 
who takes nothing for granted. It 
is necessary that we adopt the attri- 
butes of the skeptic in order that 
we may accomplish anything in so 
far as planning is concerned. This 
means that we must recognize that 
traditional ways are not necessarily 
right. 

Traditional ways are not neces- 
sarily wrong either. The actual 
truth of the case is that old methods 
are often efficient simply because 
everyone knows how they work, 
and the majority like the operation. 
This is not a pessimistic thought; it 
is merely to emphasize that we must 
be careful when we tamper with 
tradition and traditional ways of 
doing things. Before we change we 
must prove that we add more than 
we take away. 

The first requirement is to dis- 
cover what is being done at the 
present time. We have exactly the 
same situation that prevails when 
we are looking for an error in a 
bookkeeping or adding machine 
listing. If we take the trouble to 
discover what our error is before 
we begin to look for it, we save 
many hours of time because it may 
be a simple transposition or we 
may find that the exact amount 
which we are out is obvious. 

The second step is to find out 
why the job is done at all. This may 
seem a bit foolish when we con- 
sider the job done by the book- 
keeper, or the teller, but almost in- 
evitably, we find that even the most 
standard job contains elements of 
operation which could be eliminated 
or improved. 


Duplicate Reports Discovered 


We found in our own organiza- 
tion a report made in duplicate by 
several clerks. The original of this 
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thought of if this plan were not used. 





By FORDE STEELE 


Manager, Methods Planning Division 
Central National Bank of Cleveland 
Cleveland, Ohio 


report was sent to one of our de- 
partments. The other copy went to 
another department where a recap 
of the information from all sources 
was made and copies sent to the 
department which had received the 
original. It was not until we had 
spent several days trying to figure 
out how to more easily produce the 
recap that we discovered that it was 
entirely unnecessary because this 
department received the original. 
After we have determined what 
work should be done and is neces- 
sary, the question arises as to when 
it can be done. A good case in point 








Suggested Steps In Planning 
Bank Operations 


1. Take one operation at a 
time. 

2. Determine what is now be- 
ing done: 

a. Go over operation with 
persons doing job. 

b. Prepare work flow chart 
for complete operation 

c. List important steps in 
each operation which 
appears on work flow 
chart. 

3. Analyze—determining why 
each step is necessary, when 
and how and where it should be 
done, and who should do it. 


4. Reduce the new procedure 
to writing. 

5. Put the new procedure into 
effect. 


6. Follow up to see that it 
stays in effect. 

7. Review periodically for pos- 
sible improvements. 


is the mailing of commercial state- 
ments. Custom has established the 
end of the month as the time to do 
the job, yet this requires either 
pulling in people from all over the 
bank or a lot of overtime. Many 
banks have solved the problem by 
staggering statement dates—either 
by mailing some every day or peri- 
odically throughout the month. 


How To Study An Operation 


After determining what, why, and 
when, it is necessary to figure out 
how the work should be done. Here 
we have perhaps the greatest need 
for sitting down with the operator 
and watching the performance of 
the job. Some of the questions which 
need to be asked are: 


1. Is the work space properly 
arranged? 

2. Are all necessary materials 
at hand so that they may be 
obtained with the least pos- 
sible effort? 


3. Does the operator have the 
proper tools to perform the 
job? 

4. Is the equipment adequate 
for the task? 


5. Is needless work being done 
simply because there had 
been a failure to provide 
printed forms? 


6. Has the practical experience 
of the operator been taken 
into account or do you at- 
tempt to dictate how the job 
should be done without ade- 

, quate attention to what the 
operator has learned from 
actually doing the job? 


Here, more than anywhere else, it 
is important to adopt a skeptical at- 
titude. In this phase of the analysis, 
more than in any other, we run into 
the reaction: “We have always done 
it that way before, it has been 
satisfactory, so why change it now?” 
Of course, it has not always been 
satisfactory, but no one ever took 
the trouble to find out or ever do 
anything about it. 
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Suggested Check List For Studying Bank 


These items are listed for the purpose of providing a starting point for planning 


Operations For Improvements 


bank operations. No one will find it feasible to adopt all the suggestions nor 


Tellers 

Transfer detail work to lower paid clerks to re- 
duce cost and increase teller capacity. 

Place tellers on cash-in cash-out basis. 

Prepackage currency. 

Train clerical force to provide noon hour teller 
relief and to help handle peak loads. 

Mechanical equipment for tellers, such as win- 
dow machines and automatic coin dispensers. 

Educate customer to make own deposit and with- 
drawal tickets. 

Supply rubber stamps for frequently used cap- 
tions. 


Commercial Books 
Select equipment best fitted for job, remember- 
ing that the best equipment available will pay 

for itself. 

Provide assistant bookkeepers to do routine 
sorting, filing, etc., thus cutting down on 
number of machines required and utilizing 
the skill of good bookkeepers. 

Consider single posting with microfilming in 
preference to dual posting. 

Delayed posting to gain greatest utilization of 
bookkeeper’s time. 

Segregate corporation accounts to eliminate han- 
dling relatively inactive personal accounts. 

Segregate accounts dormant six months or 
longer. 

Stagger statement dates. 

Establish float averages. 

Minimum balance rather than average balance 
in service charge computations. 

Adequate files and file guides. 

Balance several books to one control rather than 
establish control for each book. 

Eliminate checking endorsement on checks un- 
der $50.00. 

Provide sorting aids. 

Mail statements and cancelled checks. 

Window envelopes to eliminate addressing en- 
velopes and possibility of getting wrong 
statement in envelope. 

Savings 

Figure interest on minimum balance for period. 

Combination posting of passbook, ledger sheet 
and journal. 

Stagger interest periods. 

Prenumbered passbooks, ledger cards, and sig- 
nature cards. , 

Eliminate deposit and withdrawal tickets by hav- 
ing customers sign on ledger card. 

Service charge for excess activity. 

Place signature on ledger cards to eliminate 

reference to signature cards. 
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does this list contain all the improvements which can be inaugurated. 






Segregate dormant accounts to simplify trial 

balances and interest figuring. 
Filing 

Establish destruction schedule to eliminate un- 
necessary filing and to avoid throwing away 
items which must be retained. 

Centralize filing. 

Cross index items which need to be filed under 
more than one name, rather than make sev- 
eral copies. 

Adequate file cabinets. 

Distributing 

Centralize to free higher priced employees for 
more productive work and increase machine 
efficiency. 

Consider combination distributing and transit— 
one clerk can often perform both operations. 

I.B.M. or N.C.R. proof machines are often effi- 
cient even for small volume. 

Recordak checks to eliminate time consuming 
description on cash letters. 

Building 

High traffic windows in front—slow or semi- 
confidential cages in rear. 

Straight line flow of work. 

Facilities arranged for customer convenience. 

Attractive appearance. 

Personnel 

Stagger starting time to fit work flow and in- 
crease utilization of employees. 

Job studies to eliminate lost motion. 

Selection to fit the job. 

Adequate training, 

Auditing 
Direct verification to eliminate duplicate records. 
Equipment 

Modern equipment often less expensive than 
obsolete models. 

Use bookkeeping machines for loans, general 
ledger, etc. in addition to commercial ac- 
counts. 

Let microfilming replace journals and registers. 

Use obsolete posting machines for part time jobs 
such as general and liability ledger. 

Use voice writing equipment to lower steno- 
graphic cost. 

Offset equipment and Varityper for preparation 
of many bank forms. 

Metered mail to save time and improve control 
over postage. 

Use Addressograph equipment for: 

Addressing commercial statements. 
Central file record. 
Special handling instructions. 
Tab for classification listing (such as for State 
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Intangible Tax Records). 
Trust assets. 
Personal loans. 
Mortgage loans. 
Forms 


Multiple copy forms can be inaugurated for: 
liability ledger, 


Loans—register, 


tickler, due notice, etc. 
Official check and register padded together. 
Certified check charges and credit to certified 
check account padded together. 
Mortgage loan combination billing and post- 
ing tickets—eliminate passbooks. 





50% Of Time Saved On One Job 


Recently, one of our supervisors 
became aware of an operation in 
which a clerk typed a series of 
figures on a form, took the form to 
an adding machine, added the 
column and then placed the total 
on the form with a typewriter. The 
supervisor suggested that the figures 
be placed on the form by means of 
the adding machine in the first in- 
stance. 

The clerk complained and de- 
clared that her routine and schedule 
would be spoiled if she tried to 
make the change and besides, she 
had always done it that way. The 
supervisor, very wisely, let the 
matter drop, but the next morning 
the clerk came to him declaring that 
that was the best idea she had ever 
heard. Its application resulted in 
saving 50% of the time required 
for the job. 

Determining where an operation 
should be performed is oftimes 
rather difficult. The physical limi- 
tations of our plant often impose 
restrictions which are difficult to 
overcome. One operation which 
bothers many of us is where to 
prove commercial deposits. 


50% Of Cost Saved In Proving 


Permitting tellers to prove com- 
mercial deposits at the window can 
be one of the most expensive oper- 
ations in a bank. By centralizing 
this function several advantages can 
be realized: 

1. Save up to 50% of the cost 
of this job by taking it away 
from relatively high-priced 
tellers. 

. Speed up customer handling 
time which reduces number 
of tellers required and builds 
customer good will. 

. Reduce number of adding 
machines and get more use 
of the ones needed. 

Determining who should do the 
work requires a great amount of 
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Charge customer credit tickets—charge or 
credit advice and file copy padded to- 


gether. 


Window envelopes for majority of bank forms. 
Review all forms for simplicity, elimination of 


maturity 


duplication, standardization of sizes, etc. 
Hand written internal memos and forms to re- 


duce stenographic time. 


carbon. 


study. In a great many cases, we 
find bank officers or highly skilled 
persons doing stenographic work 
when their time might be much 
more profitably employed in plan- 
ning, in new business solicitation, 
and in public relations. 


Small Loan System Improved 


As an illustration, I should like to 
recount our experience in setting up 
a system for handling small loans. 
About two years ago it became evi- 
dent that our Time Credit System 
was incapable of handling the vol- 
ume of work which we expected of 
it. There were obvious inefficiencies. 

Because of the size of the oper- 
ation, it was necessary to assign a 
man full time to the job of revising 
our system. He first spent a number 
of months working in the depart- 
ment, determining what was done 
and why each operation was per- 
formed. 

Since we were searching for 
something entirely new and differ- 
ent, we invited all the machine 
companies which had any possibil- 
ity of offering something useful to 
look over the operation and sub- 
mit proposals. We also visited other 
banks in an effort to find how they 
had solved the many problems with 
which we were confronted. 

After about a year of study and 
hard work, our man had the answer 
to what, why, when, how, where, 
and who. He developed a system 
which took advantage of as many 
as possible of the native or char- 
acteristic abilities of the equipment 
which he intended to use. 

The addressograph machine and 
plate are the backbone of the sys- 
tem. When a new loan is made, the 
application and other forms are 
forwarded to the addressograph 
operator who prepares a plate 
which contains all the information 
needed to head up all the forms we 
will ever use in connection with 
the loan. 


One time carbon padded in multiple copy forms 
often costs less than time required to insert 


Continuous forms to eliminate time spent insert- 
ing and taking out of typewriter. 


The outstanding feature of the 
new system is the coupon book 
which is the customer’s record and 
payment ticket. 

We had the new coupons pre- 
pared in sheets of six, two sheets to 
the set, to cover the twelve months 
of the year. Thus, in these two 
sheets, we have a coupon for each 
month in the year. Since. we have 
on our addressograph plate all 
the information needed for the 
coupon book, the operator runs 
these strips through the addresso- 
graph machine, tears the coupons 
apart, assembles them in proper 
order, puts on the cover, staples 
them, applies the backing strip and 
there is the coupon book ready for 
mailing to the customer. 

The stub bears the amount of 
each payment and the account num- 
ber. The coupon shows the account 
number, name, and address, the 
amount of monthly payment, and 
the date due—all printed. Efficiency 
and accuracy have increased with 
the new book. 

The accompanying check sheet 
lists some of the operations which 
can usually be improved or, at least, 
should be studied..These items are 
listed for the purpose of providing 
a starting point for planning bank 
operations. No one will find it feas- 
ible to adopt all the suggestions, nor 
does this list contain all the im- 
provements possible. 

While the rewards of planning in 
bank operation can never be com- 
pletely and accurately counted, it is 
obvious that a smoothly running 
shop will keep employees happy 
and satisfied. This in turn increases 
customer service and efficiency, 
which in turn brings in more busi- 
ness and lowers the cost of serving 
that business. In other words it is 
a chain reaction which goes on and 
on, doubling and redoubling its 
benefits. But more than that, there 
is an inner satisfaction in planning 
well that is second to no other job 
in the bank. 
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Work Can Be Eliminated 


For Every 


Bank In America 


By Changing The Law On Protest 


Bankers Monthly congratulates the American Bankers Association 
and the American Bar Association for the work they are now doing 
in planning a change in the Negotiable Instruments Act, so that 
checks will be protested only when the depositor asks to have them 


protested. 


EGINNING in the June 1943 
issue, Bankers Monthly has 
shown by a long series of articles 
that protesting checks is a nuisance 
with no compensating income to the 
bank and with no benefit to the cus- 
tomer. 


We are emphatic in saying that 
there has been no benefit to the 
customer in recent years, for we 
have tried earnestly to find a case 
in which a customer has used a 
protest in court and no case has 
been found. 


If customers do not benefit, pro- 
test is not the protection it orig- 
inally was and if protest requires 
additional work for banks and irri- 
tates customers who must pay the 
protest fee, certainly all of us ought 
to co-operate with the American 
Bankers Association and the Amer- 
ican Bar Association to bring about 
a change in the Negotiable Instru- 
ments Act. 


The articles we have published 
on this subject with the date on 
which each appeared are listed here. 

The Bank Management Commis- 
sion of the American Bankers 
Association is now in process of 
getting opinion from bankers every- 
where as to the advisability of 
making the change. 

The point is, the law now re- 
quires that foreign bills, that is, 
those drawn in one state and pay- 


able in another, must be protested 
if they are dishonored. Other 
checks, inland bills, that is, bills 
drawn in the same state as the loca- 
tion of the bank on which they are 
drawn, may be protested. 

Thus, the American Bar Associa- 
tion and the American Bankers As- 
sociation feel that the law should 
still allow banks to make protest, 
but only when depositors ask for 
a protest. This would eliminate all 
of the unnecessary and valueless 
work being done by banks in order 
to provide the protest which no- 
body uses. 

The law at present requires that 
the protest must be made by a 
notary public and not by the bank 
itself. This means that the dishon- 
ored check must be sent from the 
bank to a notary public for protest. 
This notary public must officially 
present the check to the bank and 
get the bank’s refusal to pay it. He 
then must make out a protest mani- 
fest form which, in turn, is sent to 
the bank in which the check was 
deposited. 

That bank, in turn, must collect 
the notary fee and send it to the 
notary and, in most cases, must try 
to explain to the irritated deposi- 
tor who has no use for the protest 
why he must pay the fee. 

On page 245 of June 1943 Bank- 
ers Monthly, George R. Durang, 
vice president and treasurer of the 


Security Bank and Trust Company, 
Philadelphia, Pa., suggested that 
the law be changed to allow bank 
officers to make the protest to save 
the work of sending the protest to 
a notary. 

On page 352 of August 1943 
Bankers Monthly, we published in- 
formation as to the fees charged by 
notaries for protesting checks in all 
states. These fees vary from 60 
cents to $3.50. There is no uni- 
formity. 

In some states, the fees are lim- 
ited by law. In Oregon, the limit is 
$3.25. In Kansas, the limit is 60 
cents. In Louisiana, the limit is 
$3.50. 

Because of the wide variation in 
the protest fees, it is difficult for a 
bank to justify the fee to its cus- 
tomer. 

Beginning on page 452 of October 
1943 Bankers Monthly, we pub- 
lished many, many letters from 
bankers everywhere stating their 
belief that protesting is a lot of 
trouble with no benefits to anyone. 

On page 546 of December 1943 
Bankers Monthly, we published in- 
formation obtained from many 
credit managers of commercial 
firms in which they said in effect 
that the law should be changed so 
that no protest would be made un- 
less the customer asked for it. 

Whenever a change in some 
banking technique seems. wise, 


The Negotiable Instruments Act should be changed in every state to require the 
depositor to request protest if he wants it and not require banks to protest regardless 
of whether a protest will be of value to anyone or not. 
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FIELD WAREHOUSING 


for 
Warehouse Receipt Loans 


Against Inventory 








When you make a Warehouse Receipt Loan against inven- 
tory .. . stored on your customer’s own premises .. . you 
wisely select the warehouse company on the basis of its 
financial and moral responsibility, experience, method of 
operation and insurance coverage. Our Warehouse Receipts 
are demonstrably the best collateral you can secure in this 


type of loan. 


OPERATING OFFICES 


Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. - 60 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bidg., Charlotte 2,N.C. + 120 So. LaSalle St., 

Chicago 3, Ill. + Construction Bidg., Dallas 1, Texas + National Bank Bidg., Detroit, Mich. 

Lemcke Bidg., Indianapolis, Ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Natl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. - Keystone Bidg., 

Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 301 Spring St., Shreveport 69, La. 
Hills Bidg., Syracuse 2, N. Y. 





New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 
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Bankers Monthly immediately 
searches for banks which have 
made the change. Fourteen banks 
were found in six states and letters 
from them were published on page 
343 of August 1944 Bankers Month- 
ly in which these 14 banks ex- 
plained how they avoided protest 
even though the law required it. 
They published instructions on their 
cash letters which had the general 
effect of informing their collecting 
banks that no items were to be 
protested unless they were specially 
marked for protest. 

It has been common for a long 
time for some commercial firms to 
stamp “N.P.” on checks deposited 
to avoid the protest fee, but this 
entails a great deal of work, of 
course, and no one likes that idea. 

These 14 banks reported that 
they had had no complaints from 
customers. There was no way in 
which anyone was injured by avoid- 
ing the protest expense and in no 
case in any of these 14 banks had 
any customer asked for a protest. 

The customers were informed of 
the plan by instructions printed on 
their deposit tickets. As an illustra- 
tion of the wording on the cash let- 
ter, here is a paragraph used on the 
cash letter of the Pajaro Valley Na- 
tional Bank of Watsonville, Cali- 
fornia. 

“We inclose for credit items listed 
below. No protest unless otherwise 
instructed by us. If payment of any 
item is refused because indorsement 
is missing or irregular, do not pro- 
test or wire non-payment, but have 
items certified and returned to us.” 

This plan brought immediate re- 
lief to the 14 banks and it can be 
used by any bank. 

Bankers Monthly then made a 
study of the number of returned 
items and on page 443 of October 
1945 Bankers Monthly, we pub- 
lished an article stating that 7% of 
returned items are protested and 
nobody is benefited. On that same 
page, we published this suggestion: 
“The Negotiable Instruments Act 
should be changed to make it un- 
necessary for banks to have dis- 
honored checks protested unless 
specifically requested to do so by the 
holder.” 

On page 524 of the November 
1945 Bankers Monthly, we pub- 
lished letters from 13 bankers, who 
all said in effect, “the law should 
be changed.” 

On page 69 of February 1946 
Bankers Monthly, we published of- 
ficial information from the Ameri- 
can Bankers Association, which 
contained a recommendation that 
banks protest no checks for amounts 
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Endorser Should Ask For Protest 


I think you are doing a wonderful piece of work in pointing 
out the lack of present need for protest and there is nothing in 
your article that I could criticize because I so wholeheartedly 
believe that the matter of protest should be carefully reviewed 

and changed. My own preference, of course, is to put the 
burden directly on the endorser so that no item would be 
subject to protest unless specifically marked “Protest."’—Leslie 
K. Curry, vice president, Mercantile-Commerce Bank and Trust 


Co., St. Louis, Mo. 


under $100. Questions which had 
come to the minds of bankers in 
this connection were answered by 
the A. B. A. Legal Department on 
that page. 

On page 277 of June 1946 Bank- 
ers Monthly, we published an ar- 
ticle entitled, “Progress Is Being 
Made Toward Eliminating Protest 
Requirements.” In that article, we 
published a letter from William L. 
Prosser, Attorney-at-Law, Minne- 
apolis, Minn., who has been serving 
on the Commission Of Uniform 
State Laws of the American Bar 
Association. In that same article, 
was published a letter which had 
been written to the American Bank- 
ers Association by J. C. Atkins, 
president of Louisiana Bankers As- 
sociation, urging A. B. A. to help 
bring about a change in the protest 
law. In that letter were these para- 
graphs: 

“There is an excellent article in 
Bankers Monthly on page 443 of the 
October, 1945 issue regarding pro- 
tested checks and I think that the 
author of that article has hit the 
thing right on the head. The mem- 
bers of the Executive Council of the 
Louisiana Bankers Association have 
gone on record as desiring that the 
regulation be changed to read ‘pro- 
test only items on which there are 
specific instructions to do so.’ This 
means that, if a customer wishes 
that an item in his deposit be pro- 
tested, then that one item would 
be stamped with a protest stamp. 
This would be more simple for cus- 
tomers who have a large number 
of items in their deposit than the 
system which is now being used. 

“It has been suggested by the 
Executive Council of our Associa- 
tion that this letter be written with 
the request that the American 
Bankers Association strive to have 
a nation-wide ruling that only items 
be protested on which there are 
specific instructions to do so. This 
matter is being submitted to you 
for the consideration of the Ameri- 


can Bankers Association and I sin- 
cerely hope that something will be 
done in this direction.” 

Bankers Monthly hopes that 
every banker who receives a ballot 
asking his opinion as to the change 
in the law will signify his desire to 
have the unnecessary work elim- 
inated. 


Loan Expansion Forecasts 
Increased Earnings 


Information received from Bank 
of America shows a pleasing growth 
in loans during the past twelve 
months. The report says: 

“Approximately 1,100,000 loan 
transactions made during the pre- 
vious 12 months aggregated $3,820,- 
502,000. At the end of the semi- 
annual period, approximately 700,- 
000 loans were outstanding for an 
aggregate of $2,135,842,000, an av- 
erage of about $3,000 per loan. This 
is an increase of $937,162,000 in 
loans outstanding at June 30, 1947, 
as compared with a year ago. 


Tellers Not Notified 
On Certain Stop-Payments 


In all instances where stop-pay- 
ments are recorded against checks 
payable to any of our good corpor- 
ate accounts, we eliminate the typ- 
ing of the form notifying the teller 
of the stop-payment. He need not 
be concerned with this type of 
stop-payment, because we are ab- 
solutely certain that such checks 
are never cashed at the tellers win- 
dow. This eliminates unnecessary 
typing and saves the teller con- 
siderable time, in that he has fewer 
stop-payments to peruse before 
cashing checks.—George R. Herzog, 
vice president and cashier, Union 
Bank of Commerce, Cleveland, 
Ohio. 
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..-AND PUT OUR 
NEW CHECKS ON THIS 
HAMMERMILL SAFETY, 


MR. PRINTER THAT'S THE 


NAME YOUR 
CUSTOMERS 

KNOW BEST, 
MR. ROSS 


YES! YOUR CUSTOMERS KNOW 
AND TRUST HAMMERMILL... 


SEND FOR THIS 


The best known name in paper! ( Fé s00n Ff) 


Your customers have used Hammermill papers in 

their businesses. They have seen them advertised other check paper can give you . . . a step in sound 

in the magazines they read for more than 35 years. public relations. We’d like you to know Hammer- 

The name itself —the “‘best known name in paper” mill Safety paper better. Just send the coupon, 

—means reliable service to them. and the sample book will reach you promptly. 
Thus the Hammermill name is a plus value no There is no charge, and no salesman will call. 


~— — a 


Pt 


Hammermill Paper Company, Safety Paper Division, 
1505 East Lake Road, Erie, Pennsylvania. 


Please send me—FREE—a sample book showing 
Hammermill Safety. 


Name 


Position 





(Please attach to, or write on, your bank letterhead)  sy.no 
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Customers And Employees Benefit 
From Music In The Bank 


By E. G. CLEVERDON 


Vice President and Cashier 
The Merchants National Bank of Mobile 
Mobile, Ala. 


T THE time we installed music 

in our bank lobby, we made 
available to our customers cards 
asking for their ideas about the 
music. We received 950 replies, of 
which 938 were favorable and 12 
unfavorable. 


After having the music in our 
bookkeeping and related depart- 
ments, we made a survey of our 
employees in these departments, 
and the replies received were as 
follows: 

1. Do you want music continued? 


HERE LIES 
REGULATION 
“Ww” 


bitida| 


illililiditih 


nen 


REST IN PEACE 


The passing of Regulation “W” marks the end of an 


era. It was an era of strict credit control, of shortages 


of durables, of high wages — and few loan losses. 


Bankers are now on their own. Unrestricted credit plus 


greater production means greater opportunities for banks. 


And greater hazards. 


Gearing consumer credit policies to changing economic 
conditions is an old habit with Industrial. We’ve been 


doing it for 34 years. Our correspondents are making 


good use of this experience. 
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Yes, 33—No, None 
. Does the music tend to distract 
your attention from your work? 
No, 33 
. We now have music for one half 
hour out of the hour. Is this 
satisfactory, or would you prefer 
some other arrangement? 
Satisfactory, 21—All time, 4— 
More often, 5 
. Is it loud enough, too loud, or 
all right? 
O.K., 19—Not loud enough, 7— 
Too loud, 4 
. Do you like “heavy” or “light” 
music? 
Light, 29—Both, 4 
. Does the music tend to; 
a. Cause the time to pass faster? 
Yes, 27 
. Make the work less tiring? 
Yes, 26—No. 1 
. Relieve nervous tension? 
Yes, 26 
. Improve relations between 
employees—that is, make fel- 
low workers more pleasant 
and agreeable? 
Yes, 23 


Depositors Like The Music 


A few of the special comments by 
customers were: 

“Makes for better service besides 
enjoying your banking.” 

“Makes time waiting in line seem 
shorter.” 

“I think the music is fine for em- 
ployees and customers. I notice 
everyone looks happy at work.” 

“A progressive move by a pro- 
gressive bank.” 

“Music gives the bank the home 
feeling, also it is a great pleasure 
to do business with a concern which 
has the problems of its people at 
heart.” 

“T find the music a relaxation and 
soothing after coming from a busy 
office.” 


Employees Like The Music 


“Seems to make the work and 
the day much shorter and more 
enjoyable.” 

“Personally, I think it a wonder- 
ful idea. In my opinion, there is 
nothing like soft sweet music to 
ease the tension caused by tedious 
and routine work. I listen to it con- 
stantly and enjoy the soft tunes 
more so than the louder ones. It 
keeps me from humming a tune 
myself.” 

“T like the idea particularly on the 
third floor—has certain tendencies 
to soothe the clashing noises of the 
machines.” 

“The customers ask for the music 
if they do not hear it.” 
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North Dakota Banks Are 
Dropping Exchange Charges 


The Peoples and Enderlin State 
Bank, Enderlin, North Dakota, re- 
cently notified the Federal Reserve 
Bank in Minneapolis that: “Effec- 
tive at once, our bank will remit 
at par for all checks drawn on both 
banks at Enderlin, North Dakota.” 

The following announcement was 
made by The Federal Reserve Bank 
of Minneapolis: “The Walsh County 
State Bank, Grafton, North Dakota, 
with stations at Fordville, Forest 
River, St. Thomas, and Hoople, has 
announced that it will pay its checks 
at par, and has directed us to add 
its name to the Federal Reserve par 
list.” 

I think the moves by these banks 
are particularly significant in view 
of the North Dakota and Minnesota 
legislative experience of the past 
few months. Many banks in North 
Dakota are on the verge of “going 
on par.” The banks mentioned are 
the first to take the step, and cer- 
tainly the Peoples and Enderlin 
State Bank which is located in one 
of the two towns in the state in 
which there are competing state 
banks (the other is Casselton) is 
entitled to some notice. As a result 
of the move of the Peoples and 
Enderlin State Bank, the other 
bank, the Citizens State Bank, is 
informally parring all items pre- 
sented through Fargo banks. I have 
no way of knowing whether it has 
gone farther afield. 

It is to be noted that par clear- 
ance by the Walsh County State 
Banks involves four other commu- 
nities, competing communities to 
Hamilton, the home of Senator 
Franklin Page, who headed up the 
fight against par clearance in the 
past legislative session. 

The par Clearance Committee in 
North Dakota feels that it is now 
within their power to force par 
clearance through the use of the 
Bank of North Dakota statute. 
However, they are hoping that pub- 
licity given to the Enderlin and 
Grafton situations will result in 
most banks in North Dakota going 
to par by themselves. Many banks 
have already indicated plans to go 
on par within the next month or 
so, as soon as local situations can 
be ironed out.—Harold Bangert, 
Fargo, North Dakota. 


Securities owned by the bank 
should be under dual _ control 
whether stored in the bank’s own 
vault or elsewhere. 
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FIELD WAREHOUSING THE LAWRENCE WAY... 

















Lawrence Service 
Removes The ??? 


From Your 





























Commodity Loans 








AWRENCE’S BUSINESS is the custodianship of inventory 
c used as collateral for loans while stored on borrower’s 
own premises. We are the largest, strongest and the most 
experienced organization now conducting nationwide field 
warehouse operations. 



































Ours is a highly specialized service. We relieve the 
lender of all concern for the physical security of goods, 
proper inspection by experts, and bonding of employees 
having access to the inventory. 


























We do not ourselves make loans—but often we are able 
to establish a sound basis for loans which you could not 
otherwise make safely. 


























Lawrence Warehouse receipts are supported by the 
strongest financial statement in the field warehouse indus- 
try. We have always discharged our liability in full to all 
holders of Lawrence Warehouse receipts. 





























Call on Lawrence to meet these needs of your 
customers 




















e Release of cash from inventory in order to take advantage 
of all discounts 

















e Release of cash from inventory to permit expansion of the 
merchandise stocks 














e Release of cash from inventory to carry products until they can 
be sold more profitably 


|] AWRENCE W AREHOUSE ( OMPANY 


NATIONWIDE FIELD WAREHOUSING 


DIVISION OFFICES: 
SAN FRANCISCO I!, CALIF. CHICAGO 2, ILL. NEW YORK5, N.Y. 
37 Drumm Street IN. LaSalle Street 72 Wall Street 


Los Angeles * Boston * Philadelphia * Pittsburgh * Buffalo * Cleveland * Cincinnati 
Kansas City © St. Louis ¢ Atlanta © Charlotte «© Jacksonville * New Orleans 
Houston * Dallas * Denver * Phoenix © Seattle * Portland * Stockton « Fresno 
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And here’s hoy 
... by handlinj? 


No need for clerks to do so much 
tedious and time-consuming descrip- 
tive work on transit items. With the 
Recordak Transit System, clerks 
only list amounts. 


For complete details on the 
advantages of handling transit 
items the Recordak way .. . 


as seen through the opera- 
tions of thousands of leading 
banks . . . write for your free 
copy of “IN BANK AFTER 
BANK AFTER BANK.” 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) 
350 Madison Avenue, New York 17, N.Y. 






hoy 2xpensive description can be eliminated 


Jlin{transit items the RECORDAK way 


0 much 
descrip- 
Vith the 


clerks 





Because only a listing is made... 
because all other description is han- 
dled with the speed and accuracy that 
photography alone can provide .. . 
clerks can handle transit items many 
times as fast with Recordak. 





Because it’s so much faster, the 
Recordak Transit System is much more 
economical than ordinary descriptive 
methods. Bank after bank reports that 
it cuts transit operating costs by as 


much as 40%. 








he FREE—just mail this coupon 














sit Recordak Corporation 

350 Madison Avenue, New York 17, N. Y. 
ra- I want to know more about the advantages 
| of handling transit items the Recordak way. 
ing Please send me a free copy of “IN BANK 


AFTER BANK AFTER BANK.” 
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Weavers 


‘To you, who each day 


Take on anew your tasks 


Along the lines that speech will go 


Through city streets or far out 


Upon some mountainside where you have blazed a trail 


And kept it clear; 


To you there comes from all who use the wires 


A tribute for a job well done. 


For these are not just still and idle strands 
That stretch across a country vast and wide 


But bearers 

Of life’s friendly words 

And messages of high import 
To people everywhere. 


Not spectacular, your usual day, 
Nor in the headlines 


Except they be of fire, or storm, or flood. 


Then a grateful nation 


Knows the full measure of your skill and worth. 


And the fine spirit of service 


Which puts truth and purpose in this honored creed— 


“The message must go through.” 


Everyday banking operations—be 
they big or little—have been and 
are being improved upon by the 
exchange of ideas and experiences 
among bankers. The saying, “There 
are those from whom we can 
learn and those whom we can 
teach,” will always be true.—Alvin 
J. Vogel, secretary to the Research 
Committee of the National Associa- 
tion of Bank Auditors and Comp- 
trollers, Chicago, Ill. 
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BELL TELEPHONE SYSTEM 


May we say again that we are 
greatly impressed with the series of 
personnel articles. The fifth of the 
series in your October issue is a 
dandy, and we know it will be very 
helpful to us.—H. C. Nicholls, cash- 
ier, The First National Bank, Madi- 
son, Wis. 


Stock certificates representing 
bank shares should be under dual 
control. 






Accounts Receivable 
Loans Benefit Bank 
And Borrower 


As receivables are generated 
from sales, they can be pledged 
with the bank as collateral to loans. 
The effect of this is to put the bor- 
rower practically in the position of 
selling on a cash basis and to elim- 
inate the need for permanent capi- 
tal to carry on his accounts. For 
this reason, the use of accounts as 
security to bank loans has much to 
recommend it from the standpoint 
of the commercial bank. 

The use of receivables as a form 
of collateral has found a reasonably 
general acceptance among banks 
and has probably become firmly em- 
bedded in the banking system as one 
of its methods of extending credit 
to business. Such loans, are granted 
upon the basis of collateral consist- 
ing of amounts due for merchandise 
already shipped or services already 
rendered. The payment of the 
amounts due, automatically liqui- 
dates the loan. Any specific loan will 
liquidate itself upon the collection 
of the accounts upon which it is 
based. 

Accounts receivable loans may, 
in fact, be a means of aiding the 
aggressive, well-managed but un- 
der-capitalized business in growing 
and taking its rightful place in the 
business community. Basically, the 
financing of receivables is a means 
of financing weak credits; but in 
spite of the fact that the credits may 
be weak, many such borrowers are 
substantial in size and simply need 
help for a temporary period until 
earnings put them in a position 
where they can borrow on an un- 
secured basis.— Milton J. Drake, 
vice president of The Detroit Bank. 





Portfolio Service A 
“Wonderful Service” 


I appreciate the use of the Service 
Charge portfolio very much. It has 
been a tremendous help to me in 
connection with some_ research 
work I have been doing. Bankers 
Monthly is certainly doing a won- 
derful service in helping banks and 
bankers with many of their prob- 
lems. 


The portfolio is being returned in 
the same manner it was sent and I 
trust you will receive same shortly. 
—R. G. Clawson, assistant vice 
president, The Bank of Hartsville, 
Hartsville, S. C. 
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High Scores On Bankers 
Monthly Quiz 


We have held six Quiz meetings 
to date, under the auspices of our 
Vice President, Mr. Stocker. 

Upon calling the meeting to or- 
der, the employees sign their names 
on their quiz sheets on which they 
have indicated the answers, and 
exchange them among themselves 
for scoring. Mr. Stocker then pro- 
ceeds by reading the questions, giv- 
ing the answers, and also engages | nt wegte Es wg tomers 
the employees in discussions rela- | 
tive to pertinent facts. Before ad- 
journing, the score is marked on 
each paper and given to Mr. Stock- 
er, who in turn, hands the individ- — 
ual a new quiz sheet for the sub- | we wees 
sequent meeting. 

In reviewing our records of said 
meetings, we find the teller group 
has averaged 92.25 per cent. Em- 
ployees over all average 91.25 per 
cent..The highest score was attained 
by a teller, 116 correct answers out 
of a possible 120 on six quizzes. 

Although we have not offered 
any prizes, our employees have 
shown considerable interest in the 
quiz meetings because they are both 
educational and_ entertaining. — 

Frank M. Blaska, Cashier, Bank of 
Commerce, Hamtramck, Mich. 


-_ per e . 


poses 


O longer do you need two machines for endorsing and 
cancelling operations. Endorsograph does both! A 
simple change of printing head cylinder is all that is necessary. 
More Checks Now Bear The eit eg Be stamp has the word 
Check Routing Symbol “PAID” and the bank’s transit number made of pin point 
type which cuts an impression into the check as it passes 
More than a third of all bank through the machine. Built-in wheel type date unit make 
checks clearing through the Fed- change of date swift and easy. 
eral Reserve Banks now bear the Banks and other business firms handling quantities of 
check routing symbol. checks are choosing this all-purpose machine. They like its 
A count of 3,152,689 checks legibility, its selective placement feature and its 
made by the Federal Reserve ability to be used in conjunction with listing 
Banks on June 1, 1947, showed that and posting machines and in combination with 
1,124,435 checks bore the check micro-filming equipment. Call your CC spe- 
routing symbol. This is 35.6 per cialist for a demonstration TODAY! 
cent of all checks cleared through 


the Federal Reserve Banks on that SEND FOR FOLDER illustrating and 
day. describing the many exclusive fea- 
tures of the Endorsograph Endorsing 
and Cancelling Machine. Write 


. Z M-117. 
Banks should advertise because Department BM-11 


it is essential to banking to have 
complete public confidence and ac- 
ceptance. It is not enough to bring 
our message just to our customers 
or to those with whom we hope to 
do business. Our advertising base 


must be much broader—it is vital (' ) MME R( 3 [AL a oe 


that every citizen recognize the im- ENDORSOGRAPH DIVISION 
portance of banks in their com- WY \ | R ( ) LS 


Reg. U.S. Pat. Off. 


munities and the essential part they ORPORATION Rochester 2, New York 

play in modern business operations. Commercial Controls Canada Ud., Toronto 1, Ontario 
—Robert Lindquist, vice president, 

The La Salle National Bank, Chica- 

go, Ill. 
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The first numeral in the new 
routing symbol indicates the 
federal reserve district in which the 
check is payable. The second indi- 
cates the federal reserve bank or 
branch through which the check 
will be cleared most promptly. The 
third indicates immediate or de- 
ferred credit. With these facts in 
mind, how would you interpret the 
symbol 610? 

a. 6th District, St. Louis Federal Reserve 

Bank, immediate availability; b. 6th Dis- 


trict, Richmond Federal Reserve Bank, 


deferred availability; ¢. 6th District, At- 
lanta Federal Reserve Bank, immediate 
availability. 





Which of the following are 
negotiable? 
a. Order for a draft; b. Bearer check; 
c. Order for cashier's check; d. Savings 
withdrawal receipt. 


One of the following numbers 
can be entered on a multiple- 

key machine with only one depres- 

sion with one hand. Which one? 


a. 107.72; b. 208.81; ¢. 111.00; d. 309.92. 


A loan based on which two of- 


the following would 
classify as a collateral loan? 
a. Government bonds; b. Confidence in 


the borrower; ¢. Good notes payable to 
the borrower. 


If a 90-day note is dated May 

9, on which date will it fall 
due? We will assume that the due 
date is not Sunday and that your 
bank is open on Saturdays. 


a. Aug. 8; b. Aug. 6; ¢. Aug. 7. 


rightly 
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Circle the letter before the answer you believe correct, then refer to answers at bot- 
tom of third column. Detailed explanations of these answers will be found on page 556. 


Is it possible to buy insurance 
to repay for a loss resulting 
from a destructive burning of the 
contents of a building if the quan- 
tity and value is reported as it fluc- 
tuates each month? 
a. No; b. Yes, it is called Fire Insurance 
reporting cover on contents. 


In which of the _ following 
months is there no bank holi- 
day which is observed in all states? 


a. February; b. August; ¢. November. 


If you saw the number 8-26 

opposite the name “Mellon Na- 

tional Bank,” in which of the 
following cities would you think 
the bank was located? 

a. St. Lovis; 

d. Pittsburgh. 


b. Boston; ¢. Cleveland; 


Which of the following types 

of information can be found in 
a bank directory? 

a. Capital of each bank; b. Date the 

bank was established; c. Length of serv- 

ice of the cashier. 


Every denomination of paper 

money bears the portrait of a 
man. All bank employees should 
learn how to count paper money by 
portraits. How much money would 
you have by counting 21 Washing- 
ton and 9 Hamilton? 


a. $211; b. $122; ¢«. $111. 


Which one of these amounts 

can be paid with four pieces of 
paper money.— each a different 
value? 


a. $33; b. $133; ¢. $3; d. $31. 


Which of the following state- 
ments is correct? 
a. No bank photographs checks in a 
transit letter. It is cheaper to list them; 
b. Some banks photograph all of the 
checks in each transit letter. 


A teller received rolled silver 

dollars and a deposit slip read- 
ing: “silver dollars, $260.” The 
teller looked at the rolled money 
and the deposit slip and_ said, 
“Would you like to correct your 


deposit slip? You have given me 
one more roll than you have listed.” 
How many rolls had the depositor 
handed in? 


a. 14; b. 15; «. 16. 


Which of these amounts can be 
paid with four coins—all dif- 
ferent? 


a. $1.91; b. $.85; ¢«. $.41. 


If a customer had a checking 
account and you wanted to find 
out whether he had a trust account 
or not, where would you go to get 
the information? 
a. The Correspondence file; b. The cus- 


tomer’s ledger; ¢. The signature card file; 
d. The central file. 


Sort the cash items from the 
following list: 

a. Notes taken for collection; b. Accept- 
ances taken for collection; ¢. Time drafts 
drawn on good customers on which im- 
mediate credit has been given; d. De- 
mand notes discounted by the bank 
(and okayed by an officer) on which 
immediate credit has been given. 


Which of the following might 
be a part of “proof of posting”? 
a. Arranging for protest; b. Balances 
determined to be extended correctly. 
Which of the following are 
federal governmental agencies? 
a. Federal Savings and Loan Insurance 
Corporation; b. Federal Reserve Bank of 
Boston; ¢. American Bankers Association; 
d. Financial Advertisers Association. 
Many bank cash letters are 
shipped by air express. If you 
were handling transit in Washing- 
ton, D. C., which of the following 
federal reserve banks could be 
reached in the shortest time by air? 
a. Minneapolis; b. New York; ¢. Phila- 
delphia. 
What does a/d stand for? 
a. After date; b. After delivery; ¢. All 


directors. 
(Answers) 
l.c 5.¢ 9.a,b 13.a 17.b 
2.b 6.b 10.c 14.¢c 18.a 
3.c ~o Shee 15.d 19.c 
4.a,c 8.d 12.b 16.c,d 20..a 
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AMERICAN EXPRESS 


Travelers Cheques 


on the Air with 


VOX POP 


the Show that Travels 
AMERICA 


with 
Parks Johnson and Warren Hull! 
COAST-to-COAST NETWORK 


Ves pop, the famous Traveling Radio Show, 
is the national program which now will sell 
American Express Travelers Cheques for you 
—the biggest national promotion for Travelers 


Cheques anytime—anywhere! 


Get your full share of the new American 
Express Travelers Cheque business that this 


highly popular program is sure to develop. 


Let clients know, through your own local 
promotional tie-in, that you sell and recom- For effective promotion material 
mend American Express Travelers Cheques... —mnewspaper mats, counter cards, 


for they will be wanting to buy and ready to blotters, literature—write W. H. 
buy American Express Travelers Cheques—the  Stetser, Vice President, American 


“most widely known, most readily accepted” Express Company, 65 Broadway, 
of all travel funds. New York 6,N. Y. 


Sell Your Customers 


AMERICAN Express 
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Checks Which Cause No Errors 


The following are comments by bank employees 
who handle millions of checks. 


By BETTY DAILY 
and W. H. MAPLES 


First National Bank in Dallas 
Dallas, Texas 


T IS my belief that the simplest 

check is the one which can be 
handled with the most speed and 
efficiency, and for that reason, I 
particularly like the checks fur- 
nished by the First National Bank 
in Dallas to its customers. 

The name of the bank is plainly 
printed across the top with the 
A. B. A. number immediately fol- 
lowing. (The routing symbol is 
used now.) The designated place 
for the amount in figures is at the 
right edge of the check, which ex- 
pedites the listing without the 
necessity of turning each individual 
check. However, in such instances 
where the issuing company desires 
its name printed across the top of 
the check, the next best location for 
the name of the bank is at the lower 
left-hand corner. 

The checks referred to are of an 


average size and large enough to 
permit one to write without crowd- 
ing.—Betty Daily. 

For ease and accuracy in han- 
dling, checks should be legibly 
written throughout. If, for any rea- 
son, any amounts, other than 
amount of item, are placed on the 
face of the check, care should be 
taken to avoid any chance of con- 
fusion. 

The color of check No. 1 blends 
too easily with any amounts or 
writing in pencil. This would tend 
to cause mistakes in sorting or list- 
ing and therefore take more care 
in handling. 

Check No. 2 would be the clear- 
est form for general use. Even after 
much handling, the amount, payee, 
and signature should be distinct. 

A “bearer” check, check No. 3, 
should be used only in withdrawals 
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There appears to be little chance that a lister or poster would run these checks 
for the wrong amount. Two bookkeepers here tell what they think should be 
shown to depositors who wish to have checks printed for themselves. The 


routing symbol now appears on all checks of this bank. 








in the bank itself—W. H. Maples. 

P. O. Newton, auditor of the bank, 
asked other employees to indicate 
their preference and several of these 
employees, in writing checks of the 
type they like best, put the street 
address and telephone number un- 
der the signature. Mr. Newton asked 
them why they did this and they 
said that the street address and the 
telephone number are of some ben- 
efit in identifying the proper parties, 
especially where the name of the 
depositor is similar to other cus- 
tomers of the bank. 


A Benefit From Delayed 
Returns Of Dishonored Items 


The bookkeeping department of 
a Chicago bank brought an officer 
a $6,000 check one morning, and 
told him that there was not $6,000 
in collected funds in the account. 
There were some transit items 
which would be sufficient to cover 
that check if none of them was 
dishonored. 

This was before Chicago changed 
its rule, and it was necessary to de- 
cide at once what to do with that 
check. The officer had known the 
depositor for years. He knew that 
his credit was satisfactory. He 
thoroughly believed that he would 
pay the check, if any of the uncol- 
lected funds turned out to be dis- 
honored. But still, according to the 
clearing house rule, he had to re- 
turn the check or pay it. 

He called the depositor, but the 
depositor would not be in until after 
the clearing house hour. He re- 
turned the check dishonored, and 
the next morning he had an irate 
customer to whom he had to make 
explanation. It turned out that the 
uncollected funds were perfectly 
good. If the bank officer had known 
what the uncollected funds were, 
he would have known that and 
would not have embarrassed him- 
self and his customer at all. 

The Chicago clearing house now 
allows delayed returns. An officer 
does not now need to pass on a 
check until the following morning. 
If this officer had been able to wait 
until the following morning, either 
the reports on the checks in transit 
would have arrived or he would 
have been able to talk with his 
customer and would have found 
out what the uncollected funds 
were. 


Obviously, this officer is pleased 
with the new clearing house rule. 
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The Statement you 
to make... 


You might easily find yourself in 
this bank statement . . . for you helped 
to make it! Every week, thousands of 
— come to Manufacturers Trust 

ompany to transact business. Some to 
make deposits . . . some to obtain loans 
—for everything from financing a large 
business, to paying small bills—others 
to receive sound counsel on their 
investments and financial problems, or 
to use our other personalized services. 


Manufacturers Trust Company 
helps keep the nation’s production 
wheels turning by lending industry 
hundreds of millions of dollars. It pays 
taxes and buys bonds, thus helping 
finance Government operations. The 
bank finances American imports and 
exports, helping bring us the commod- 
ities we need | ee all over the world, 
and providing foreign countries with 
dollars to buy American products. 





CONDENSED STATEMENT OF 





CONDITION 


as at close of business September 30, 1947 


Cash and Due from Banks 


U. S. Government Securities 


U. S. Government Insured F. H. A. Mortgages 


State and Municipal Bonds . 
Stock of Federal Reserve Bank 
Other Securities 


Mortgages’ . 
Banking Houses 
Other Real Estate Equities 








RESOURCES 


Loans, Bills Purchased and Bankers’ Acceptances 


Customers’ Liability for Acceptance 
Accrued Interest and Other Resources . 


. $ 582,126,444.37 
1,139,511,194.28 
3,469,433.64 
34,733,059.15 
3,037,500.00 
22,271,871.64 

478, 137.329.52 
14,606,478.62 
10,235,345.07 
ee a ae a 262,100.73 
ee ee te ay ae ee 4.965,850.49 
; 6,356,783.00 
$2,299,713,390.51 


LIABILITIES 


Capital 

Surplus . pia 
Undivided Profits . 
Reserve for Contingencies 


Outstanding Acceptances 


Deposits 





Reserves for Taxes, Unearned Discount, Interest, etc. . 
Dividend Payable October 1, 1947 


Liability as Endorser on Acceptances and Foreign Bills . 


$41.250,000.00 

60,000,000.00 

21,075,452.27 $ 122,325,452.27 

RRs ap ena 9,839,672.85 
7.478,238.12 
1,237,500.00 
5.208, 104.40 
197,337.19 

. 2,153,427,085.68 

$2,299,713,390.51 


United States Government and other securities carried at $56,392,984.24 are pledged 
to secure U. S. Government War Loan Deposits of $23,951,018.73 and other public 
funds and trust deposits, and for other purposes as required or permitted by law. 








Manufacturers Trust Company 


Head Office: 55 Broad Street, New York 15, N. Y. 
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It is you, together with our more 
than one million customers, who have 
helped to make this statement. We are 
proud to serve you, whether your needs 
are great or small . . . for it is your 
confidence in us that makes possible 
this public service institution, whose 
urpose it is to meet the ever-changing 
Rnanatel needs of your community. 


PRESIDENT 


DIRECTORS 
EDWIN M. ALLEN 
New York City 
EDWIN J. BEINECKE 
Chairman, The Sperry & 
Hutchinson Co. 
EDGAR S. BLOOM 
Chairman, Atlantic, Gulf and 
West Indies Steamship Lines 
ALVIN G. BRUSH 
Chairman, American Home 
Products Corporation 
LOU R. CRANDALL 
President, George A. Fuller Co. 
CHARLES A. DANA 
President, Dana Corporation 
HORACE C. FLANIGAN 
Vice-Chairman of the Board 
JOHN M. FRANKLIN 
President, United States Lines Co. 
PAOLINO GERLI 
President, Gerli & Co., Inc. 
HARVEY D. GIBSON 
President 
FREDERICK GRETSCH 
President, Lincoln Savings Bank 
JOHN L. JOHNSTON 
President, Lambert Company 
OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 
KENNETH F. MacLELLAN 
President, United Biscuit 
Company of America 
JOHN T. MADDeN 
President, Emigrant Industrial 
Savings Bank 
JOHN P. MAGUIRE 
President, John P. Maguire & Co., Ine, 
C. R. PALMER 
President, Cluett Peabody & Co., Ine. 
GEORGE J. PATTERSON 
President, Scranton & 
Lehigh Coal Co. 
HAROLD C. RICHARD 
New York City 
HAROLD V. SMITH 
President, Home Insurance Co. 
ERNEST STAUFFEN 
Chairman, Trust Committee 
L. A. VAN BOMEL 
President, National Dairy 
Products Corporation 
GUY W. VAUGHAN 
President, Curtiss-Wright Corp. 
HENRY C. VON ELM 
Chairman of the Board 
ALBERT N. WILLIAMS 
President, Westinghouse 
Air Brake Company 


















HEN a customer calls to place 

a stop-payment on a _ lost 
check issued to a utility or a repu- 
table merchandise house in a nom- 
inal amount, we explain that there 
will be no possible loss should the 
original check be negotiated. If the 
check should be used by the payee, 
these concerns are responsible and 
an adjustment could be easily ob- 
tained. 

This saves the customer the 
charge for stop-payments which is 
60 cents a month through. account 
analysis. 

Sometime ago, it was our practice 
to ask for a written confirmation 
on stop orders received over the 
telephone. We also mailed acknowl- 
edgements to customers and, 30 
days later, sent an inquiry asking 
the customer to release the stop- 
payment if the check had been re- 
covered. 

We eliminated a great deal of 
clerical work by discontinuing the 
inquiry form, and request for confir- 
mation on stop-payments of checks 
under $100, except those payable 
to insurance companies. Acknowl- 
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NATIONAL BANK OF DETROIT: 


PLEAse STOP PAYMENT ON CHECK No. 


Fight Ways To Ease The Load Of 






Handling Stop Payments 


There are ways to handle stop-payment orders with less work and 
at less expense. This bank has found eight of them and the vice 


president here explains what they are and how they work. 


By ALFRED T. WILSON 


Vice President, National Bank of Detroit, Mich. 


edgements now are sent only on 
stop orders over $100, on all checks 
payable to insurance companies, 
and all that are received through 
the mail. , 

Stop-payment information is 
passed on to the tellers and a stop- 
payment folder placed over the 
statement and ledger sheet. We use 
the machine journal proof with 
single posting and both the journal 
operator and_ statement ledger 
poster are required to look for stop- 
payments. 

Under the Michigan statute, stop- 
payment orders expire six months 
after date. We remove the stop- 
payment folders from the statement 
and ledgers two months after date 
of check. 

As a protection against paying 
old stop-payments after the folder 
is removed, we require bookkeepers 
to refer all checks over two months 
old to the supervisor, who checks 
the stop-payment card file. This is 
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PAYABLE TO_ 








REASON — _ 





——-A DUPLICATE CHECK HAS (HAS NOT) BEEN ISSUED. 


THE UNDERSIGNED AGREES TO HOLD THE BANK HARMLESS AND TO INDEMNIFY IT AGAINST LOSS, EXPENSES, AND 
COST RESULTING FROM THE NON-PAYMENT OF SAID CHECK, AND AGREES NOT TO HOLD SAID BANK LIABLE ON ACCOUNT OF 
THE PAYMENT OF SAID CHECK CONTRARY TO THIS REQUEST, IF SUCH PAYMENT OCCURS THROUGH INADVERTENCE, MISTAKE, 


OR ACCIDENT, 


PURSUANT TO AcT 348 OF PUBLIC ACTS 1925, STATE OF MICHIGAN, THIS STOP PAYMENT ORDER EXPIRES SIX 


MONTHS FROM DATE OF THIS NOTICE UNLESS RENEWED, 


Time RECEIVED —— MAKER 





TiME RECEIVED 


By BookKEeereR——___ PER 





THIS ORDER 


BOOKKEEPER 


RECEIVED 
AND VERIFIED BY. 


The customer agrees, by signing this order, not to iiold the bank liable if a check is paid 


548 


by mistake after payment has been ordered stopped. 





part of the bookkeepers’ routine in 
verifying the dates of checks. 

We include wording on the stop- 
order card which the customer 
signs that he agrees not to hold the 
bank liable if the check is inad- 
vertently paid. It also covers the 
information regarding the legal ex- 
piration date. 








Eight Ways In Which This 
Bank Reduces The Expense 
Of Handling Stop- 
Payment Orders 


1. Customers are persuaded 
not to stop payment on lost 
checks payable to reputable 
local firms. 


2. A charge of 60 cents per 
month is made on all stop-pay- 
ment orders. 


3. Request for written confir- 
mation on checks smaller than 
$100 is no longer made. 


4. Requests after 30 days for 
release of stop orders are no 
longer made. 


5. Acknowledgements on tele- 
phone stop orders on checks 
under $100 are no longer sent 
except on checks payable to in- 
surance companies. 


6. Stop orders are removed 
after 6 months because the state 
law releases the bank from lia- 
bility for payment of a check 
after that time. 


7. All checks over 60 days old 
are referred to a supervisor. 


8. Wording on the stop-pay- 
ment order releases the bank 
from liability if the check is paid 
“through inadvertence, mistake, 
or accident.” 
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the PROOF 


is on the TAPE! \ 


Remington Rand's 


PRINTING CALCULATOR 
gives you 


PRINTED FIGURE FACTS 


Management needs proved figure facts on which to base important decisions. 
Inventory reports, profit percentages, cost estimates and the multitude of figure 
information necessary to run a business must be computed accurately. That's why 
Remington Rand's Printing Calculator serves every size business by eliminating 
incorrect computations and misleading reports . . . by saving valuable time 


ordinarily lost copying figures and re-calculating problems. 


Your facts are right the first time when the Printing Calculator produces 
your figures. This machine never relies on assumptions . . . it automatically prints 
on the tape each factor and answer of every calculation. You never have to 
repeat a problem . . . the printed tape is your first-time proof of accuracy and a 
permanent record to which you can refer weeks or months later. Compact and 
simple to operate, the 10-key Printing Calculator gives you complete, rapid 
figuring service. It multiplies and divides automatically, adds and subtracts— 


and prints each factor. 


Ask your Remington Rand representative for a demonstration, or write for 
further information to Remington Rand Inc., Adding-Bookkeeping-Calculating 
Machines Division, Department BM, 315 Fourth Avenue, New York 10, N. Y. 


Rewingion Rand 


See eee MACHINES FOR MANAGEMENT! 
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Customers Borrow More Often 


Because We Give Them Credit Cards 


When a personal loan is paid, a credit card is issued to the borrower 
to remind him that prompt payment has established his credit at 
this bank. This not only brings him back when he needs another 
loan, but it develops a pride which causes him to pay his next loan 


promptly. 


T is a real pleasure to discuss the 
merits of bank credit cards as 
an important factor in our over-all 
advertising program, for we have 
had considerable success with their 
extensive use. 


We are convinced that most of 
our customers who have paid their 
loans in a satisfactory manner are 
somewhat proud of their qualifica- 
tion to carry this card. This fact 
has manifested itself on numerous 
occasions when credit card holders 
present the card as an introduc- 
tory gesture when reapplying for 
credit. 

It is not felt that presentation of 
this card saves the bank time in 
passing on credit because we must 
refer to more detailed records of 
the customer with respect to high 


Thank You 


tor the final payment on your instalment obligation 
made your payments 1's appreciated 


By G. S. BLUE 


Assistant Vice President, Mercantile Commerce 
Bank and Trust Co., St. Louis, Mo. 


credit, date of previous loan, type 
of collateral, etc., all of which must 
be reviewed, of course, before ap- 
proval can be granted even to pre- 
vious borrowers. 


We issue the card in two differ- 
ent ways to all customers who have 
satisfactorily paid their loans in 
full. First, we send them a credit 
card in a “Thank you” folder along 
with any papers that are returned, 
upon the closing of an account. The 
credit card is enclosed in a cellu- 
loid jacket. 


Another card is sent to previous 
borrowers in December of each 


The prompt manner in which you 
You have established a valuable bank credit re- 


lationship and we shall be glod to resnond favorably to any credit inquiries which may be 


referred to this department 


The enclosed bank credit card will introduce you to al! officers and deportments of 
our bank and will be of assistance to you in making future applications to us for credit 


You are invited to take advantage of any of the following services whenever the need 


should arise— 


@ PERSONAL LOANS 
@TRAVEL LOANS 
@ PROPERTY IMPROVEMENT LOANS 


@ SMALL BUSINESS LOANS 
@ AUTOMOBILE AND APPLIANCE FINANCING 


It has been a pleasure to serve you 


The items checked below ore enclosed 
tor your attention and disposition 
OC Note 
DC Chottel Mortgage 
0D Conditional Sale Contract 
© Insuronce Pomcy 
OD Automobile Tite 
De ces 


Rn 


CONSUMER CREDIT DEPARTMENTS 


WHO HAS AN ESTABLISHED CREDIT 
RATING WITH THIS BANK 


May 22, 1947 -7A Zohire 


MERCANTILE-COMMER 
BANK AND Trust COMPANY 
$1. Lot ts 


year. This version of the card is 
conspicuously dated for the new 
year following and is usually ac- 
companied by a personalized letter 
or enclosed in a folder stressing 
Christmas and year-end loans. 
Many old customers, who have 
returned to us for more consumer 





Four Benefits Of Credit 
Cards 


1. The customer is proud of 
the fact that he has established 
his credit at the bank as evi- 
denced by the receipt of a credit 
card. 


2. The card is issued for a one- 
year period at the time the last 
payment is made on his first 
loan. 

3. The card is reissued in De- 
cember of each year as a re- 


minder that other loans are avail- 
able. 


4. The fact that the bank 
thanks the customer for being 
prompt in meeting payments on 
his first loan, creates a pride 
which causes him to be prompt 
in making payments on future 
loans. 





credit service, have mentioned that 
we had reminded them of their 
credit standing with our credit 
cards and we believe it accounts 
for some of our repeat business. 


An insurance audit should be 
made for each commercial borrow- 
er to determine whether adequate 
insurance protection is maintained 
or not. Sometimes a firm has more 
insurance than necessary. 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 
Complete Banking and Trust Service 


STATEMENT OF CONDITION, OCTOBER 6, 1947 








RESOURCES 


Cash on Hand and Due from Other Banks . a , ‘ ‘ $ 259,825,529.58 
United States Government Securities . : ’ ‘ : 611,311,424.03 
Stock of the Federal Reserve Bank ; : . ; : Z 1,500,000.00 
Other Securities . , ; . : ; : . . - 52,254,939.54 





Loans: 

Loans and Discounts . ; ‘ ; , . ° .  $ 171,136,977.92 

Real Estate Mortgages : E , : , : ; 48,233,491.20 219,370,469.12 
Branch Buildings and Leasehold Improvements . : : : a ee 1,426,506.68 
Accrued Income Receivable ; , ; : : 3,358,394.08 
Customers’ Liability on Acceptances and Letters of Credit , 1,804,794.07 

$1,150,852,057.10 
LIABILITIES 

Deposits: 

Commercial, Bank and Savings . , . : ‘ .  $1,020,948,382.59 

United States Government , ‘ p : F ; 20,738,819.64 

Other Public Deposits , ; ‘ ‘ : ‘ ‘ 44,685,976.40 $1,086,373,178.63 
Accrued Expenses and Taxes Payable . . . . .~ . 1,702,886.80 
Income Collected—Unearned : , ° d F ‘ a 1,037,760.09 
Acceptances and Letters of Credit F ; . P F 4 1,804,794.07 
Reserves . : , , , ; , ; P é ‘ ; 5,094,367.39 


Capital Funds: 
Common Stock . . . . . « « «© = « $ = 15,000,000.00 
Surplus ; a ee ee Gee en ee eee 35,000,000.00 
Undivided Profits ; . ‘ ‘ ‘ ° ‘ . 4,839,070.12 54,839,070.12 


s $1, 150,852,057.10 


United States Government Securities carried at $88,551,386.10 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $8,468,174.60 of the 
Treasurer-State of Michigan, and for other purposes required by law. 





DIRECTORS 


HENRY E. BODMAN JAMES S. HOLDEN W. DEAN ROBINSON 
ROBERT J. BOWMAN JAMES INGLIS NATE S. SHAPERO 
PRENTISS M. BROWN WILLIAM S. KNUDSEN R. PERRY SHORTS 
CHARLES T. FISHER ALVAN MACAULEY GEORGE A. STAPLES 
CHARLES T. FISHER, JR. WALTER S. McLUCAS R. R. WILLIAMS 
JOHN B. FORD, JR. Cc. E. WILSON 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 
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Lecture 


Panel 


Forum 


Three Types Of Useful Bank Meetings 


HE basic task of conducting 

meetings is twofold: First, to 
keep the meeting going in a smooth 
orderly fashion; and second, to see 
that the meeting accomplishes the 
business for which it was called. 

Apart from other details of han- 
dling a meeting, the question most 
commonly raised by the person 
about to act as chairman is, “When 
should I use strict parliamentary 
procedure, and when should I run 
the meeting without rules of pro- 
cedure?” 

There are basically eight types 
of group meetings which the aver- 
age person is most likely to attend. 
These are; lecture, forum, panel 
discussion, training conference, sell- 
ing conference, problem solving 
conference, planning conference, 
and legislative assembly. By “‘legis- 
lative assembly,” we do not mean 
a state legislature, but a body which 
meets to transact business in an 
official capacity, for example the 
board of directors. 

These different types of meetings 
have a variety of objectives from 
the simple purpose of giving listen- 
ers information in the lecture to the 
broad and complex purpose of the 
members transacting business in 
the legislative assembly. 

There is a complete absence of 
audience participation at one ex- 
treme of the scale, and complete 
give and take of open discussion at 
the other extreme. The responsibil- 


552 


By EDMUND MOTTERSHEAD 


Dean, The American Institute of Human Relations 
Chicago, Illinois 
Author of the New Dartnell Series 
On Public Speaking 


ities of the chairman increase as the 
nature of audience participation be- 
comes more complex. More and 
more rules are required as audience 
participation increases, and finally, 
as the group meetings or confer- 
ences approach the level of policy 
making or important decision-mak- 
ing, a more strict adherence to rules 
of procedure is required. 


The Lecture 


In the typical lecture situation, 
an audience is brought together for 
the purpose of being instructed by 
some person qualified to give this 
information to the group. 





The Purpose Of Each Of The 
Three Types Of Bank 
Meetings 


1. Lecture type for specific in- 
struction. 


2. Forum type for encourag- 
ing employee participation. 

3. Panel type for challenging 
present practices and develop- 
ing new policies or techniques. 


And How To Conduct Them 


At these meetings, no one else is 
expected to speak other than the 
star performer. The audience, with 
rare exceptions, has no opportunity 
whatever to ask questions of the 
speaker or discuss the subject in 
any way. 

The function of the chairman in 
such meetings is to introduce the 
speaker to the group in as friendly 
a manner as possible . . . and with 
as few words as possible. At the end 
of the lecturer’s talk the chairman 
usually thanks the speaker in the 
name of the group in a few sincere 
words and nods to the audience to 
indicate that the meeting is over. 


The Forum 


The forum is a special type of 
meeting with a speaker provided 
to give the group a certain mini- 
mum amount of information, and 
arouse sufficient interest in a sub- 
ject that his listeners will ask ques- 
tions and get further information 
on points he did not cover in detail 
during his talk. 

Usually there is some limit set 
for the number of questions a 
speaker will answer, or for the 
amount of time in which the speak- 
er may talk on each question so 
that as many questions as possible 
may be raised, giving everyone a 
chance to participate and feel happy 
about the whole thing. 

The chairman introduces both the 
subject and the speaker and an- 


BANKERS MONTHLY 





ima 
; " 
Hi} 


oa 


. _ a goer ag . 
ae 


t+-] | PTL | 


- 


i 


ppttlIVI Pi Yiser, 
17 ht IL 7 


<j 


Sitttd FLL 
Ze SIE 


“4 
~ 18) 
N 


A 
A 
; 


% 
4 


» 


yn) 


» 
‘ 


Saray 


“Sy ea 


TTT Ty 


NYA ver wy 


 SERSRRERERRe 
, nd | 
ty ‘ 


MQ 


AL TOMOBILE 


November, 1947 


=F-) Fe} | 
i: Ve 
? a iii 
—— 5, itis = 
= j f 
— } ia 
— 


OC 


Veo oo 





os a 
hy I 
| tl 
| 


i] 
LOOT SOiQAa ar. eu 

AMMO DO 

4 0 . ¥ “sf Md ‘ 


EY TRIS T 


i 
=a 


t << — tt 


ETNA CASUALTY 
Affiliated with 
INSURANCE 


AND 


COMPANY + 


HARTFORD ( 


AE tna Life 
STANDARD 


ENTHUSIASM 


IN INDIANAPOLIS 


“We are more enthusiastic than ever about the Bank 
and Agent Program. Our outstanding increased slightly 
more than 200 per cent during 1946, and the increase 
in total loans made during the first five months of 1947 
was 86 per cent greater than the total made during the 
same period in 1946. In the year of 1946, 98 agents 
brought us approximately 400 loans, and during the 
first five months of the current year, 65 agents have 
directed about 225 loans to us. 

“Economic conditions during the past several years 
have been most favorable to consumer lenders, and our 
loss ratio on automobile loans for the year of 1946 was 
.20; and no losses have been sustained in our operations 
so far this year. 

“In addition to auto loans many agents produce real 
estate mortgage loans, commercial loans, and advertise 
our bank generally. We feel proud in having this fine 
group of men pulling for our institution.” 

Charles A. Mattox 
Assistant Vice President 
Security Trust Branch,* 


Union Trust Company 
Indianapolis, Indiana 


* + * * 
It works in Indianapolis. It is working all over the 
country. It can work for your bank, too. Insurance 
agents, cooperating with you under the Bank and 
Agent Auto Plan, can bring you a growing volume of 
desirable loan customers. The plan is sound, sensible, 
practical. It offers definite advantages to customer, 
bank and insurance agent alike. 


*Effective November 1, 1946 The Security Trust Company 
was merged with The Union Trust Company of Indianapolis. 


SURETY COMPANY 
Insurance Company 


FIRE INSURANCE COMPANY 


CONNECTICUT 






























nounces any rules of procedure 
which may be in effect. At the close 
of the speaker’s talk, the chairman 
thanks him for his contribution, and 
then continues to act as moderator 
in getting questions from the floor 
and presenting them to the speaker. 

There is a special task in getting 
questions from the floor so that 
people in the group are recognized 
and satisfied; so that each question 
is stated clearly in such a fashion 
that the speaker understands ex- 
actly what is asked of him; and so 
the group as a whole knows what 
questions were raised and is wait- 
ing for the answer. Many times 
people in a group will ask a ques- 
tion in such a form that it is difficult 
to understand exactly what the 
question is. 


Audience, Speaker Benefited 
When Question Is Repeated 


Many times, people in the group 
will speak so quietly that only a 
few persons can hear what the 
question is. Consequently, it is 
necessary for the chairman to re- 
state the question in simple, clear, 
understandable language, loudly 
enough so that the audience can 
hear. This also gives the speaker a 
chance to formulate his ideas and 
determine just what his answer is 
going to be. 

When the question period begins, 
the chairman usually indicates the 
method of asking questions, and 
specifies whether or not the mem- 
bers of the group will raise their 
hands, stand up in order to be rec- 







LECTURE 
Who Does The Talking 

The typical lecture is delivered by 
one person. No one else speaks. 
Audience Participation 

The audience has no chance to ask 
questions. .. . except a few people who 
can get the lecturer in a corner after 
his talk. 
Duties Of The Chairman 

Chairman introduces speaker: sits. 

Chairman thanks speaker in the name 
of the group. Tells people meeting is 
over. 
Use Of Rules Of Procedure: 

Rules required. None. 
FORUM 
Who Does The Talking 

Single speaker talks for a specified 
time such as, half-hour or an hour, 
covering a subject previously an- 
nounced. 












ognized, or exactly what procedure 





will be followed. This is riot a 
formal use of rules of procedure, 
but merely a method of keeping 
the meeting orderly and courteous 
in all respects. 


The Panel Discussion—For 
Broader Discussion 


The panel discussion was devised 
to allow for the presence of more 
than one expert so that there 
might be an expression of technical 
or informed opinions on various 
sides of a question. Therefore, when 
we have topics of a somewhat argu- 
mentative nature, we frequently 
find three or four or even more 
speakers listed on the program as 
the panel for a discussion session. 

The members of the panel usually 
speak for a short time, from 5 to 
10 minutes each, on a prearranged 
aspect of the subject. 

Following all of the talks by the 
members of the panel, the audience 
is given an opportunity to ask any 
questions they choose and to direct 
those questions to any of the mem- 
bers of the panel. The time allowed 
for an answer is usually limited in 
order that as many as possible may 
have an opportunity to ask ques- 
tions. Frequently, cards or scratch 
pads are provided upon which peo- 
ple may write their questions, and 
pages are instructed to carry these 
cards to the speakers’ table so that 
they may be distributed as rapidly 
as possible to the panel members 
who will be best able to answer 
each question. 


Summary For The Three Types Of Meetings 


Audience Participation 

Following the talk, the audience has 
an opportunity to ask any questions of 
the speaker about the subject—usually 
a limit to time for this. 

Duties Of The Chairman 

Chairman introduces topic of the 
meeting and the speaker. 

Later thanks speaker for his talk, 
and will then act as the moderator to 
get questions from the floor, see that 
they are stated clearly, and relay them 
to the speaker. This for the sake of 
clarity and courtesy. 

Chairman usually states method of 
asking the questions and may set a 
time limit. 

Use Of Rules Of Procedure: 


Rules required: None. 
PANEL DISCUSSION 
Who Does The Talking 
Three to six experts speak for brief 





The chairman keynotes the meet- 
ing as to its purpose and general 
subject. He then introduces each 
speaker in turn, together with any 
other guests who may be at the 
table. Individually, the speakers 
are introduced before they talk, and 
the chairman usually thanks them 
when they are through speaking. 

Following the speeches by the 
panel members, the chairman acts 
as moderator to bring questions 
from the group to the panel mem- 
bers. If the card system of handing 
in written questions is used, the 
chairman reads the question aloud 
and turns it over to one of the panel 
members who answers it. If ques- 
tions are raised directly from the 
floor, the chairman restates the 
questions and directs them to the 
appropriate panel member. Every- 
thing is done to keep the meeting 
smooth and the interest high. 

Usually, the chairman will ex- 
plain the method of audience par- 
ticipation, whether or not persons 
wishing to raise questions should 
stand to be recognized or should 
write their questions, and he also 
indicates the time limit for the 
various parts of the program. 

At the end of the meeting, the 
chairman will summarize the points 
made, unless so much ground has 
been covered that it is difficult to 
do this. Some organizations employ 
a public stenographer who will pre- 
pare a complete transcription of 
the meeting, and send the members 
of the group mimeographed copies. 
This usually adds greatly to the 
value of a panel discussion. 





periods on different aspects of the same 
general subject. 
Audience Participation 

Following all of the talks, the audi- 
ence has a chance to ask questions of 
any of the speakers, on any part of 
the subject. Time per question usually 
limited to permit more questions. 
Duties Of The Chairman 

Chairman introduces each speaker. 
Thanks each as he finishes. 

Chairman then continues to act as 
moderator to get questions to the right 
man, to get questions clear, and to keep 
everything smooth and prompt. 

Chairman explains any rules of pro- 
cedure at the outset. 

Chairman may or may not sum- 
marize at the end. 

Use Of Rules Of Procedure: 

Rules required: Time limits for parts 
of program—method of asking the 
questions. 
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Have you investigated 
this FLEXIBLE 
Air Conditioning 
system ? 


IT GIVES YOU INDIVIDUAL TENANT CONTROL 
OF TEMPERATURE. 


IT FILTERS ALL THE AIR. 


IT CAN PROVIDE VENTILATION AIR TO FIT THE 
REQUIREMENTS OF EACH SPACE. 


IT IS EASILY COORDINATED WITH YOUR 
BUILDING DESIGN. 


Here is an air conditioning system. ..a General Electric 
system... that is easily fitted to the requirements of your 
building. 


Individual rooms can be cooled or heated to individual 
° pease taste... at the turn of a switch, or by thermostatic control. 
o==® Fresh air can be introduced directly through room units, or 
by hall ducts, or by a central plant system... depending 

on your preference and needs. 


A simple piping system, served by a central plant in the 
basement, provides each room with cooling in summer, 
heating in winter. Ventilation air can be introduced in the 
manner and volume required. 


If you want a Personal Weather Control System... 
or any other type of air conditioning, a General Electric air 
conditioning specialist will be glad to work with your 
architect, engineer or contractor. 


General Electric Company, Air Conditioning Department, 
Section 78011, Bloomfield, New Jersey. 


GENERAL @ ELECTRIC 


Better Air Conditioning 


November, 1947 



















PLEASED TO ANNOUNCE 


The Election of the Following Officers 
of this Independent, Banking Institution 





HAROLD W. BROWN 
as 
PRESIDENT 


WADE E. BENNETT 
as 
FIRST VICE-PRESIDENT 


E. F. SCARBOROUGH 
SECOND cnn 


RALPH PETERSON 


as 
VICE-PRESIDENT 





— HOLLYWOOD STATE BANK — 
- ‘The Bank of Friendly Service’ a 
SANTA MONICA BLVD. AT HIGHLAND AVE., GL 4151 


An independent bank... where you deal 
directly with principals and top executives... where you 
receive helpful, friendly service. 





a. and c. A loan based on con- 

fidence in the borrower would 
be an open line credit and not a 
collateral loan. 


Answers To Bankers 
Monthly Quiz No. 54 
El c. Atlanta is the location of 


the federal reserve bank for 
the 6th district. 


c. There would be 22 days in 
May, 30 in June, 31 in July 


and 7 in Aug. 
b. While a draft is negotiable, 


an order for a draft is not. The 
same applies to an order for a cash- 
ier’s check. The withdrawal receipt 
is not negotiable. 


c. This is an easy question. 
556 


b. Insurance on products which 

are being changed in quantity 
from time to time can be purchased 
if a report is made as to the quan- 
tity at least once each month to the 
insurance company. 





b. Banks in all states celebrate 
Washington’s Birthday and 
Thanksgiving Day. 


d. 49 cities have prefix num- 

bers in their transit numbers 
and the prefix number for the city 
of Pittsburgh is 8. 


ft) a. and b. The length of* service 
of a bank officer is not shown, 

but the date the bank was estab- 

lished is shown in the Blue Book. 


10} c. The Hamilton portrait is on 
$10 bills. 


a. The four pieces would be a 
$20 bill, a $10 bill, a two and 
a one. 


b. If a transit letter is lost, a 

great deal of time and some- 
times money is saved for the bank 
which has a photograph of all the 
checks in the letter. 


a. There are twenty silver dol- 
lars in a roll. 


c. The coins would be a quar- 
ter, a dime, a nickel and a 
penny. 


d. The central file is for the 

purpose of entering informa- 
tion as to the various services used 
by each bank customer. 


c. and d. Items taken for col- 

lection are not cash items. 
Only those which can be immedi- 
ately converted into cash are con- 
sidered cash items. 


b. Items to be protested would 
not be posted. 


a. Federal reserve banks are 
not governmental agencies. 


c. Air express goes to Phila- 

delphia from Washington in 
one hour, to New York in an hour 
and a quarter and to Minneapolis 
in 8 hours. 


a. This abbreviation is used on 
records referring to drafts 

when the draft is due a certain 

number of days after date. 


Basically, our philosophy in the 
extension of credit to small busi- 
ness, is that we are lending to a 
good risk who has the ability to 
repay the loan. However, it is sim- 
ply sound banking to secure all of 
the available protection and to use 
every possible device to police the 
loan and insure. payment.—Carl M. 
Flora, vice president, First Wiscon- 
sin National Bank, Milwaukee, Wis. 
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Aduertising to be Effective 
Must be Seen 


RAND M¢NALLY BANKERS DIREC- 
TORY IS USED DAILY BY BANKS, 
LEADING INVESTMENT FIRMS, AND 
THOUSANDS OF COMMERCIAL 
ORGANIZATIONS. 


* 


“The measure of ualue of aduertisung 
that sarreunds it.” 


THE BLUE BOOK IS THE PREFERRED 
BANKERS DIRECTORY BECAUSE OF 
ITS KNOWN ACCURACY, ITS PROVEN 
RELIABILITY AND ITS COMPLETE 
COMPREHENSIVENESS. 
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Small Currency Truck— 
Teller’s Cage On Wheels 


A new hand truck, especially de- 
signed for the handling and trans- 
portation of currency, has recently 
been completed for the Shawmut 
National Bank of Boston by Mar- 
ket Forge Company. 

The truck is of such size as to 
pass through a bank vault door 
without difficulty. It is equipped 
with a lift-up cover for easy access 
to the top drawer, which need not 
be pulled out. Four drawers are in- 
cluded, each with a number of cur- 
rency compartments. A bottom shelf 
is available to carry account books, 
ledgers, etc. 

Dimensions of the new style cur- 
rency truck are listed as follows: 
37 inches high; 19144 inches wide; 
27% inches long. Equipped with two 
rigid and two swivel casters with 
5 inch wheels, cushion rubber tires 
and ball bearings for easy move- 
ment. 

All drawers can be locked, in- 





Conn Newnr— 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Chairs, Posture, Office 

. Changeable Signs 
Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Checking Account Systems 
. Christmas Savings 

. Coin Bags 


. Coin Boxes 
. Coin Changers 
. Coin Counting Machines 


THE BANKERS SECRETARY 


. Coin Envelopes 
. Coin Sorting and Counting 59. Personal Loan Advertising 


. Coin Counting and Packaging 56. Past Due Notices 


57. Pay Roll Envelopes 
58. Personalized Checks 


60. Personal Loan Collection 


32. Coin and Currency Trays 
. Coin Wrappers 
. Coupon Books 
. Currency Straps 
. Dating Machines and Stamps 
37. Deposit Ticket Files 
. Desk Pen Sets 
39. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 
. Forms, One-Time Carbon 
. Forms, Continuous 
45. Inter-Office Communicating 


Systems 


. Interest Tables 


Lamps 


. Lighting Systems, Fluorescent 
. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


Please have buying information sent us on the items circled above. 


61. 
62. 
63. 
. Rubber Stamps 
. Safes, Fire and Burglar-Proof 
. Safe Deposit Boxes 
. Safe Deposit Records 
. Safety Paper Suppliers 


Envelopes 

Personal Loan Systems 
Photographic Bank Systems 
Proof Machines 


. Savings Banks, Home, Pocket 


. Scales, Postal, Parcel Post 


. Seals, Coin Bag 


. Seals, Corporation, Notary, etc. 
. Stamp Affixers 


. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 


Travelers Checks 


. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
83. Window and Lobby Displays 
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cluding cover. The drawers are de- 
signed to pull completely out for 
easy access. Top drawer, eight com- 
partments 4% inches x 8 inches, 
eight compartments 4% inches x 4 
inches. Second drawer has seven 
compartments 5%4 inches x 8 inches, 
four compartments 534 inches x 4 
inches. Third and fourth drawers 
three compartments each, 17% 
inches x 8 inches. 

Additional information may be 
obtained by writing to The Market 
Forge Co., Everett, Massachusetts. 


New Soundscriber Features 
Three-Disc Operation 


The electronic soundscribing ma- 
chine shown here incorporates sev- 
eral major improvements of value 
to bank, office and commercial users, 


Most recent innovation featured 
in this soundscriber is its embodi- 


WE ARE NOW IN A POSITION TO ACCEPT A 
LIMITED NUMBER OF ASSIGNMENTS IN THE 
CAPACITY OF ARCHITECTS AND ENGINEERS 
IN YOUR NEW BUILDING OR MODERNIZA- 
TION PROGRAM OR WILL ACT IN A CON- 
SULTING CAPACITY. 
Over Twenty Years Experience 
BANKERS ear ae & ENGINEERING CO. 


Architects 
120 CLYDE’ AVES EVANSTON, ILLINOIS 


BANKERS MONTHLY 








es, 


es, 


>rs 
1, 


be 


ret 
ts. 


eS 





ment of three-disc operation. This 
enables an executive to handle dic- 
tation, telephone recording and 
special memoranda simultaneously 
by concurrent use of the 3, 5, and 7 
inch discs. 

Because of the device’s unusual 
system of separate recording and 
playback heads, material can be 
edited anywhere on the disc. Shift- 
ing the “Talk-Listen” switch, locks 
the proper head into position ready 
for either recording or reproducing. 

Other outstanding features in- 
clude simple operating mechanisms 
such as the “Light Beam Indexer’”’ 
for quick and easy place finding, the 
“Winking Light” for volume indica- 
tion and the “Flash-Start’” motor 
for speed in recording dictation and 
transcription. 

Additional information about this 
machine and its multiple uses will 
be supplied upon request by the 
Soundscriber Corporation, 146 Mun- 
son Street, New Haven 4, Conn. 












Waste Receptacles Feature 


Non-Rusting Construction 
Waste receptacles of the type 


manufactured by the Bennett 
Manufacturing Company can do 
yeoman work in any bank inter- 
ested in an economical, healthful 
method of assuring cleanliness and 
neatness throughout its building. 

The latest models of the Bennett 
receptacles feature non-rusting, 
stainless steel feet which eliminate 
all danger of marring tile, linoleum 
or other types of flooring with un- 
welcome marks. 

Receptacles are fabricated from 
heavy gauge steel and reinforced 
by rounded corners for continuous, 
hard, everyday use. All welded 
construction provides smooth unob- 
structed exterior surface, nothing 
for clothes to catch on to. 

Two independently hinged doors 
permit them both to be opened 
simultaneously. Heavy tension 


springs keep these doors closed 
when not in use and eliminate the 
necessity of placing these recep- 
tacles on perfectly level floors or 
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Straw No 1: A large midwestern bank 
now requires that all checking account 
customers use checks bearing their 
printed names. For fully personalized 
numbered checks, carrying the cus- 
tomer’s name and address, together 
with a personalized gold-stamped 
cover, a modest charge is made by the 
bank. For “line checks,” designed for 
the convenience of the bank and show- 
ing merely the printed name of the 
customer over the signature line, no 
charge is made at all inasmuch as the 
bank feels the time saved in its oper- 
ating division is worth the expense. 


Straw No. 2: Two large banks in the 
Northwest now have “check depart- 
ments.” All customers get their checks 
at one point...there is no waiting in 
line at tellers’ windows ...and no 
officer's time is consumed taking 
orders for checkbooks. A better, safer 
and more accurate control of check- 
book distribution is enjoyed and a 
higher recovery of check expense is 


“STRAWS” 





Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, 





stands. This closed door feature also 
makes this line of receptacles fire- 
proof as well as sanitary. In addi- 
tion, rubber bumpers assure quiet 
closing of both doors. 

The larger sizes of receptacles 
have full size burlap bags for quick, 
easy removing of waste. Two models 
are equipped with galvanized cans 
for use with water fountain, etc. 

For fully illustrated catalog of the 
eight well-graduated models avail- 
able in olive green or white finishes, 
write to Bennett Manufacturing 
Company, Inc., Alden, N. Y. 
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secured because the people who staff 
these “check departments” sell more 
checks than they give away. 


Straw No. 3: Several large banks in 
the East have installed maintenance 
charges on no-minimum-balance 
accounts to step up their revenue and 
put these special departments in the 

lack. A few have “taken the sting” 
out of the price advance by supplying 
Personalized Checks, which cost the 
banks about five cents per account per 
month. This involves a switch from 
“pay-in-advance” to “pay-as-you-go” 
systems. 


These “straws” may or may not fore- 
tell a development that will take the 
expense out of check costs and cut 
down the cost of accurate sorting, 
filing and posting. They indicate that 
checks no longer are merely pieces 
of popes but instruments that can 
contribute to better bank operations 
and greater bank revenue. 





KANSAS CITY, ST.PAUI 





The teller’s job can be improved 
by modern equipment, and in some 
situations by devices (such as pack- 
aging money and split windows) 
for speeding the cashing of checks. 
It would also be worthwhile to de- 
vote greater effort to the develop- 
ment of Bank by Mail. Lobby 
deposit boxes and drive-in win- 
dows are eye-catchers but not very 
effective in controlling lobby ac- 
tivity —R. M. Long, assistant comp- 
troller, Valley National Bank, 


Phoenix, Arizona. 


COIN COUNTING 


MACHINES 


Abbott Motor-Driven Coin Counting Ma- 
chine. A strictly heavy duty machine, 
rapid and durable, especially adapted for 
the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving dise and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-auvtomatically at 
any multiple of 100 coins. Can also be 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and 
tokens at no extra cost. 

Other hand and electric models available. 


ABBOTT COIN COUNTER COMPANY 
143rd ST. ond WALES AVE. 
NEW YORK 54, NEW YORK 








If paper is to be as useful and valuable as | reflection, or distortion from any 


it can be in modern business, it should be 
made of new cotton fibers. These long, tough 


fibers lend strength to paper and give it | 


wearing qualities obtainable in no other way. 


That’s why all PARSONS papers are new | 


cotton fiber papers. 
Cotton fiber record keeping papers 


erasing qualities, their additional strength, 


durability and permanence more than make | 


up for the additional cost of a fraction of a 
cent a piece. 


Wherever records on cards or sheets take a 
beating from use by hand or machine, you'll 
find cotton fiber paper. Even for records that 
are consulted or posted infrequently, it pays 
to use these strong, firm permanent papers. 


Here are PARSONS record papers and cards 


Scotch Linen Ledger, made in white, buff and blue 
entirely of the best cotton and linen fibers. 

Parsons Linen Ledger, 100% cotton fibers in white 
and buff. 

Parsons Index Bristol, 100% cotton fibers in white 
and five colors. 

Defendum Ledger, 75% cotton fibers in white and 
three colors. 

Mercantile Record, 75% cotton fibers in white, 
buff and blue. 

Mechano Form Ledger, 50% cotton fibers in white 
and six colors. 

Mechano Form. Index, 50% cotton fibers in white 
and six colors. 

Durable Ledger, 50% cotton fibers, in white and buff. 

Crest Ledger, 25% cotton fibers, in white and six 
colors, 


So for all your records, get the paper de- 


signed and engineered for modern business, 
PARSONS cotton fiber paper. 


It Pays to Pick 


PARSONS 


PA PE RS: 
Made With New Cotton Fibers 


Parsons Paper Company, Holyoke, Massachusetts 
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ledgers | 
and bristols — with their brisk, clean, hard, | 
smooth finishes are easier to work with and | 
last far longer. Their superior writing and | 


New Commercial 
Wall Clock 


A new Safety-Set Commercial 
Wall Clock featuring high reflec- 


| tionless visibility and an exclusive 


unique electrosetting mechanism 
has been introduced by The Tork 


| Clock Co., Inc., 


Housed in a heavy spun-alumi- 
num case, 16 inches in diameter 


| across at the wall and 2%4 inches 


deep, the dial is almost a full 14 


| inches wide; on white and polished 
| aluminum models the hour and 
| minute hands are black with a red 
| sweep second hand; maroon models 


have white hands and numerals. 
Numerals are large and clear, 
providing quick readability at 100 


| feet or more distance. There is no 


glass front and, therefore, no glare, 


direction, and easy cleaning is as- 
sured. 

The clever electrosetting mecha- 
nism makes resetting simple and 
safe, when current interruptions or 
time changes make resetting neces- 
sary. At the bottom of the clock is 
a small ring—just a 44-inch pull on 
this ring speeds up the minute 
hand 300 times faster. This allows 
the clock to be set forward one 
hour in only twelve seconds. 

A cord may be attached to the 
ring, or a hooked stick, rod or pole 
may be used. Since most wall 
clocks in use are out of reach from 
the floor, this useful feature elimi- 
nates the hazard of climbing up on 
chairs, desks, ladders, etc. 

The movement is a rugged self- 
starting synchronous motor with 
high-precision gear train. The clock 
is made for 110 volts, 60- cycles 
A.C., and is equipped with ap- 
proved 6-foot cord and plug. Three 
models are available: 

No. 57—White with black hands 

and numerals. 


No. 77—Maroon with white 
hands and numerals. 


No. 97—Polished aluminum with 
white dial and black 
hands and numerals. 


Manufacturers of Tork Clocks 
and time switches for industrial, 
commercial, and domestic applica- 
tions, The Tork Clock Co., Inc., Mt. 
Vernon, N. Y., will welcome fur- 
ther inquiry about its many prod- 
ucts. 


Clarotype Introduces 
New Cleaner Formula 


As a result of extensive research 
made necessary to maintain the 
high quality of their product during 
the war years, the Clarotype Co., 
261 Broadway, New York 7, N. Y., 
maker of the popular non-inflam- 
mable typewriter cleaner of that 
name, has announced an outstand- 
ing improvement in its formula. 

The new Claro-O-Type formula 
provides the stenographer with a 
handy, safe, dependable type clean- 
er capable of performing the de- 
sired job instantly and with a mini- 
mum of effort. 


CHECK CERTIFIE 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. 


The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance against 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. 


SECURITY CERTIFIER COMPANY 


5 Beekman Street 


New York 7, N. Y. 


BANKERS MONTHLY 





Spil Pruf Desk Set | 
Presents New Features FOR YOUR “REGULAR” PERSONAL CHECKING ACCOUNTS 


The new Spil Pruf desk set, which 


cannot leak even if inverted, is de- 

signed in Tenite plastic in a variety | j b 

of attractive hues. Tenite is both | é . } 
shatter- and chip-proof, retaining C LE Cl U 


its lustrous coloring and smart ap- 
pearance indefinitely. 


The New and Unique 
ALL-IN-ONE POCKET SECRETARY 
AND PERSONALIZED CHECKSET 


combining 


@ PERSONALIZED DEPOSIT SLIPS AND CHECKS 
e BANK-IMPRINTED MEMORANDUM PADS 


@ HANDSOME LEATHER WALLETS (5 Striking Colors) 
GOLD-STAMPED WITH DEPOSITOR’S NAME 


@ 3 WALLET POCKETS for PAPERS, CARDS, BILLS, CHECKS 


e IMPROVED DEPOSIT-BALANCE RECORD, “HAPPINESS 
INSURANCE” PAGE, OTHER EXCLUSIVE FEATURES 


e PREPAID, READY-TO-USE, REORDER POSTCARD 
e@ CHECKSET SHIPPED DIRECT TO DEPOSITOR 


Standard 6%" check « Routing symbol in ABA approved position 
Spil Pruf desk sets have many 


outstanding features incorporated 

in their construction. When ink is Neck Masler 

poured through a screw top directly SYSTEMS. INC = 

into the plastic receptacle, a white 

marker inside indicates the current 270 MADISON AVENUE, NEW YORK 16, WN. Y. 
ink level. 

Tidal action of the ink pool in the 
specially designed reservoir bathes 
the point of a pen inserted in the 
stand. This prevents changes, often 
caused by stagnation, in the quality 
of the ink and eliminates corrosion 
of metal pen points. Also embodied 
in this serviceable writer is an auto- 
matic feeding device. Two inter- 
changeable pen points are supplied 
with the set. 

For ‘additional information con- 
tact Hamilton-King Co., Los An- 
geles, Calif. 





F.. more than 22 years, this company has been a 
Pitney-Bowes Purchases leader in the field of modern signs for use in banks. 
Counting Machine Plant | In more and more institutions throughout the country, 


Pitney-Bowes, Inc., leading man- | its conservative, dignified, edge-illuminated signs are 


ufacturer of postage meters and being used for directional and advertising purposes. 
mailing machines, has purchased When vee build os camedd eke leas eal 
The Tickometer Company of Cleve- | eay eS SE 
land, makers of counting and im- member that attractive signs attract business. 
printing machines. Details of the 

transaction were recently an- | Write for our booklet 


nounced in Stamford, Conn., home “Light the Way to Efficient Operations” 
of Pitney’s headquarters plant. The 


transfer of ownership involves the TT 
purchase of all the outstanding | THE BANKE E COMPANY 
Tickometer stock at an undisclosed | INCORPORATED 


price and the operation of the | 
Cleveland company as a Pitney- | 127 Federal Street Boston 


Bowes subsidiary for the time be- 
ing. 
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Allison 


COUPON 


THE RIGHT IMPRESSION 


The Payment Coupon Book you issue 
your Time Sales customer becomes his 
personal record. 

It should not only be arranged to 
facilitate the handling of payments 
but it should also enhance the cus- 
tomer’s impression of your bank by 
its smart modern appearance. 

Allison renders a designing and 
sopy service, which is available to all 
ssers of Special Printed Payment 
Books, without cost. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 








CLAR-O-TYPE cleans 

typewriter type 

instantly. Economical. 

50¢. Non-inflammable. 

, Order from your sta- 

tioner or typewriter 
dealer. 










for All Coin Machines 
Tubular and 
Cartridge Containers 


) STANDARD PAPER GOODS “As 


WORCESTER 8, MASS. 








Distinctive «¢ 


Permanent 


Bank signs, desk plates, tellers’ signs, 
etc. Write for illustrated catalog to 
Dept. B. M. 


| MR.BARRETT J 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE 


SIGN CO., INC. 


570 Broadway New York 12, N. Y. 
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Gunn Co. Starline Desks 
Adjust To Worker's Height 


It’s difficult to imagine, far less 
to find, more attractive yet ex- 
tremely practical desks than the 
new Starline Series of the Gunn 
Furniture Co. 

Featured herewith is the Starline 
No. 58, a new ultramodern desk 
with a natural oak finish which re- 


| duces eyestrain and fatigue while 


oromoting efficiency and comfort. 





The new Starline is equipped 
with an exclusive rite-hite feature 
permitting the user to adjust the 
desk to his or her own best work- 
ing position. Variance ranges from 
a low of 29 to a high of 30% inches. 

Drawers tailored to individual 
needs highlight interior improve- 
ments. Each pedestal drawer is 


| equipped with a full extension de- 


vice permitting complete accessi- 
bility without sagging or tilting. In- 
side measurement is a full six inches 
deep which, when totaled for all 
single pedestal drawers, provides 
the 58-inch flat top desk with al- 
most eight cubic feet of drawer 
space. 

Another custom feature which 
adds greatly to the practicality of 
the Starline No. 58 is its instantly 
interchangeable drawers. If a dou- 
ble berth drawer is needed, just take 
out two of the single drawers and 
make the change, be it top or bot- 
tom, left or right. In addition, ad- 
justable partitions capable of being 
shifted to any desired position from 
front to back are an essential part 
of each drawer. 

Then there’s a special recessed 
back panel which permits secretary 
or visitor to make use of the desk 
without disturbing the person on the 
opposite side. 

A twist of a key in the fully auto- 


| matic locking device in the center 





drawer will completely close the 
entire desk. Opening the Starline 
is equally simple. Once the key has 
been turned, all drawers are ready 
for immediate use. No additional 
fumbling and tugging is required. 

Especially designed and recessed 
drawer pulls and slide knob not 
only enhance the desk but also pro- 
vide much appreciated protection 
for clothing. 

For additional information con- 
tact the Gunn Furniture Co., Grand 
Rapids, Mich. 


Fluorescent AC-DC Lamp 
Combines Safety, Utility 


Bend the neck of this distinctive 
fluorescent table lamp into any 
position that suits your taste. Flex- 
ible as the wrist, this durable all- 
metal illuminator, styled and man- 
ufactured by the New Era Light 
Co., combines the soft luster of 
fluorescent lighting with outstand- 
ing safety and utility features. 

Designed in English bronze plate 
with artificial highlights, model 3X, 
pictured here, attractively harmo- 
nizes with office or banking sur- 
roundings. Solidly anchored by a 
sturdy bronze base, the lamp will 
remain upright in spite of sudden 
jolts. Constant protection is pro- 
vided through the use of under- 
writer-approved electrical parts. 





Model 3X is 15 inches high and 
comes equipped with a 15-inch 
shade. Operating on all cycles of 
both AC and DC current, this effi- 
cient light maker gives high fidel- 
ity performance under widely vary- 
ing conditions. 

New Era Light Co., Inc., 2121 
Broadway, New York 23, N. Y. will 
provide any supplementary data 
desired upon request. 





BLOTTERS jiveensinc 


| Colorful, effective blotters especially designed to 
| promote bank services . . . 


Automobile Loans, 
Checking Accounts, Commercial Loans, Life Insur- 


| ance, Insurance Loans, Mortgage Loans, Personal 


and Installment Loans, Safe Deposit Boxes, Sav- 
ings and Thrift Accounts. Your own personalized 
message or our stondord copy. 

Complete set of Samples on reavest?. 


BONDSON PRESS 





1463 Metcalf Ave. | | 
New York 60, N. Y. 4 





VICTORY STORAGE 
TRANSFER CASES 
SIDNEY FELDSER 


Bank Printers @ Lithographers e Stationers 
Lancaster, Penna. 






! 
: 
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BANKERS MONTHLY 


MEETS APPROVED 
REQUIREMENTS FOR 
SEALING COINS AND 


CURRENCY 
Rg sHi P 


FEATHER 
WEIGHT 
BUT POWERFUL 


SEAL PRESS & SEALS 


Improved design enabling user, with one hand, 
to attach cord and pull until seal pin is forced 
through the thick folds of the canvas coin bag. 
Half the weight of any other Seal Press but 
greater leverage. Weighs only 17 ozs. ‘‘Steel 
Strong’ Lead Seals used with Press are of pure 
lead, non-porous, won't crack or break. Cord 
in seal has tensile strength of 130 Ibs. 


The G. L. DOWNEY Company 
HANNIBAL, MISSOURI! 


Woarldi Largest Mjr4. of Com Wrannert 








CHANGEABLE 
BULLETIN, DIRECTORY, MENU 
& STATISTICAL BOARDS 


Desk and Grille name plates. In 
and Out Registers. Changeable 
Signs for every purpose. Suitable 
for indoor or outdoor use. 


Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 €. 12th St., New York 3, N. Y. 
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| National Cash Register Co. 
_ Issues Systems Brochure 


The latest advances in mechani- 
zation, as applied to the account- 


| ing and bookkeeping needs of banks, 
| form the basis of a brochure just 
| issued by the National Cash Regis- 


ter Company, Dayton, Ohio. 
This 64-page systems-book brings 


| bank officials up-to-date on the 
| progress made by modern machine 


methods in accounting and book- 
keeping operations during the past 
five years. The brochure provides 
data for bankers who recognize the 
growing demand for better ways to 
economize and to speed up and sim- 


| plify the work of accounting de- 


tments. It describes method d | 
wien ene 9 . ores | for samples and further information. 


procedures applicable to the needs 
of both large and small banks. 
Number all 


forms and paste 


samples in a scrap book for quick 
reference in reordering. 


_ Bandetts For Metered 
| Envelopes Meet P. O. Rules 


Bandetts, made of strong fibrous 
paper, provide an easy, economical 


y | means of bundling metered enve- 
| lope mail for delivery to the post | 


office. 
Tough and pliable, the Bandetts, 


| well-known Commercial Controls 
| Corp. product, 
firmly preventing any damage to | 
the edges of the envelopes. The | 
strips, gummed on one end, are | 
134 inches wide and just the correct | 
| length to band uniform bundles of | _ 
| the maximum quantity permitted | 

| under postal regulations. 
| Printed on the upper side of the | 
| Bandetts are the words 
| Mail” with space provided for the | ° 
entry of meter number, date and | 
| sender’s name. 
Holders, designed to encase 500 

| Bandetts, are of all-metal construc- 
tion in a standard gray wrinkled | 
| finish. Like Indian quivers, they are 
| made to hang on the wall in a ver- 
| tical position so that the Bandetts 


grip the bundles 


can be withdrawn from the top 
opening when needed. 
For supplementary data, contact 


Commercial Controls Corp., P. O. | 


| Simple and easy to operate 
| Wheel-type date unit © 


Box 372, Rochester 2, N. Y. 


LEEEEEERGGGGCQUUUEREGERSUDOQUARERGRGERDOROREOEEEEEEE) 
ADVERTISING 
SPECIALTIES 
117 West 33rd S$t., N. Y. 1, 
Serving Banking Institutions for Over 25 Years. @Ask about 
our “Key Insurance” Tags with Chain; if depositor's keys 
ore lost, the keys will be returned to your institution 
@SPECIALTIES FOR ANNIVERSARIES AND OPENINGS. 


Write for Somples and Prices. 
VUUEUUNOUONUHNEDUOOGOOUENUROSUDODOUOUGCGUCOOOOOOOONOT 








| @ Savings Passbooks 
| @ Commercial Passbooks 


| @ Personalized Check Cases 





“Metered | 


N.Y. | 





WALLETS and 
a AA Re) 


Safeguard 
Registered Deposit Receipts for 
Burroughs Commercial Teller's 


Machines 


For Banks equipped with Burroughs 
Commercial Teller’s Machines, William 
Exline Inc. has available an extensive 


line of high quality wallets and en- 


velopes for keeping registered deposit 
receipts. Provide your customers 


| with the best. We invite your inquiry 


Manufacturers of 


@ Loan Passbooks 

© Deposit Slips 

@ Statement Sheets 

@ Bill Straps 

© Passbook Envelopes e Coin Wrappers 

e Machine Posting Passbooks « Pen Ruled Forms 
© Deposit Receipt Envelopes and Wallets 


William 
ISX LINE Tue. 


1273 Ontario Street, Cleveland 13, Ohio 


CUMMINS 256 ELECTRIC ENDORSER 
Saves TIME and MONEY 


@ Pocket Check Cases 





| Use Cummins 250 while you list or prove 


deposits and you save time and money, be- 
cause you completely eliminate one 
handling of checks. 


Use Cummins 250 separately and you re- 
duce endorsing time to a minimum. 


Use Cummins 250 to eliminate the expense 


| of checks being returned marked “No 


Endorsement.” 


@ Quiet @ 
Lubricated for 
life. 

Yes! Any way you figure it, you are 
time and monéy ahead when you use 
Cummins 250. 


3 | CUMMINS BUSINESS MACHINES CORP 
uct Formerly CUMMINS PERFORATOR 
1887) 4742 Ravenswood Ave. Chicago 40, Ill. 





J. S. Bush Made Executive 
By Industrial Bk., St. Louis 


James S. Bush, former partner in 
the investment firm of G. H. Walker 
and Co., has been named vice pres- 
ident by Industrial Bank of St. 
Louis. With a backlog of twenty- 
three years of investment and finan- 
cial experience, Mr. Bush has been 
active in St. Louis investment prac- 
tice since coming to the Mound City 
in 1934. 

Becoming associated with Hay- 
den, Miller and Co., of Cleveland, 
in 1924, he served as manager of its 
Dayton office. Later he headed the 
Dayton branch of Reconstruction 
and Research Corp., Columbus. 

Joining G. H. Walker and Co., in 
St. Louis, Bush became a managing 
partner continuing in that capacity 
until his resignation last year. Since 
then he has served as vice president 
of First National in St. Louis. 


Two recently elected vice presi- 
dents at the Society for Savings, 
Cleveland, Ohio, are Byron R. Mit- 
chell and D. James Prichard. Both 
men have been very active in local 
as well as national banking and 
civic organizations. 


SERVICE 
Maintaining an intimate, 


personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather than 
compete for business which 
is rightfully theirs. 


CTh 


PUBLIC 
NEVE LOSENE 
BANK 


AND TRUST COMPANY 
OF NEW YORK 
ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 


J. Lewell Lafferty Joins 
Republic National Staff 


A new but very familiar name 
was added to the staff of the Re- 
public National in Dallas recently, 
when J. Lewell Lafferty joined the 
bank as a vice president. 

Mr. Lafferty, widely, known 
Texas bankman, returned to Dallas 
after serving as vice president with 
the Fort Worth National Bank. 

Active in both civic and banking 
circles for many years, Mr. Lafferty 
is a past president of the Financial 
Public Relations Association and is 
at present a member of the Asso- 
ciation’s senior advisory council. 

In addition to actively engaging 
in the educational work of the 
Texas Bankers Association, Mr. 
Lafferty is a director of the Mis- 
souri-Kansas-Texas Railroad Co., 
of Texas. 


After 47 years of active service 
at the Continental Illinois National 
Bank and Trust Company and its 
predecessor banks in Chicago, Pat- 
rick Size retired on pension on his 
80th birthday, October 2. 


Annual Report Wins Trophy 


For the second consecutive year 
the annual report of the Franklin 
Square National Bank, Long Island, 
N. Y., was awarded the bronze 
“Oscar of Industry” trophy in the 
Financial World’s yearly survey. 
Vying with reports submitted by 
3500 other nationals, Franklin’s 
winning entry, taking “Dollars at 
Work” as its theme, was a lavishly 
illustrated, 39-page booklet. 


Monro Joins Detroit Bank 


George N. Monro, III, former dis- 
trict sales manager and assistant to 
the president of Capital Airlines, 
has been appointed to an adminis- 
trative post in the commercial de- 
partment of The Manufacturers 
National Bank of Detroit, Mich. 


Lindquist, Crawford Elected 
To F. P. R. A. Leadership 


Robert Lindquist, personable vice 
president in charge of public rela- 
tions of the LaSalle National Bank 
of Chicago, and Allen Crawford, 
vice president of the Bankers Trust 
of Detroit, are the new leaders of 
the Financial Public Relations As- 
sociation. 


Both men were unanimously 
elected to the office of president and 
vice president, respectively, at the 
recent convention of the association 
in New York. In addition to seeing 
its leaders for 1947-48 officially in- 
stalled, the membership also voted 
on and successfully passed the mo- 
tion to change from Financial Ad- 
vertisers Association to the present 
name. 


Robert Lindquist Swayne P. Goodenough 


As president of the F.P.R.A., Mr. 
Lindquist succeeds Swayne P. 
Goodenough, vice president of the 
Lincoln Rochester Trust Co., under 
whose reign the Association made 
great strides on all fronts. 


Mr. Goodenough automatically 
becomes a member of the board of 
directors which under the new F.P. 
R.A. constitution numbers 18 mem- 
bers, plus the retiring president. 


In addition to Mr. Crawford who 
was elected first vice president, 
other officers advanced were: John 
N. Garver, to second vice president 
and Philip K. Barker, to third vice 
president. 


Although the custom in the past 
has been to admit just one new 
officer to the presidential line, with- 
drawal of F.A.A. third vice presi- 
dent, John deLaittre’s name from 
nominating roles, at his own re- 
quest, opened the way for both Mr. 
Garver, vice president, Manufac- 
turers & Traders Trust Co., Buffalo, 
and Philip K. Barker, vice presi- 
dent of the Granite Trust Co., 
Quincy, Mass., to become future 
candidates for the office. 

Chester A. Price, advertising and 
publicity manager, City National 
Bank & Trust Co., Chicago, was 
re-elected treasurer. 
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Joseph M. Dodge, newly elected president 
of the American Bankers Association, and presi- 
dent of The Detroit Bank, Detroit, Michigan, is 
greeted by his predecessor, C. W. Bailey, presi- 
dent, First National Bank, Clarksville, Ten- 
nessee, at the 73rd Annual Convention, of the 
A.B.A., Atlantic City, New Jersey. Evans Wool- 
len, Jr., newly elected vice president of the 
Association, and president of the Fletcher Trust 
Company, Indianapolis, Indiana, stands be- 


tween them 


Dodge And Woolen Elected 
National ABA Heads At Convention 


Installation of Joseph M. Dodge 
as president and Evans Woolen, Jr., 
as vice president highlighted the 
73rd annual convention of the 
American Bankers Association held 
recently in Atlantic City. Frank P. 
Powers was elected treasurer. 

An outstanding administrator, 
Mr. Dodge, president of The De- 
troit Bank, Detroit, Mich., served as 
vice president of the A.B.A. during 
the past year. Through his appoint- 
ment as Association helmsman, he 
succeeds C. W. Bailey, president of 
the First National Bank, Clarks- 
ville, Tenn. 

Occupying a succession of pro- 
gressively responsible positions, Mr. 
Dodge has served in turn as book- 
keeper, bank examiner, auditor and 
vice president of various banks in 
the Motor City. He became presi- 
dent of The Detroit Bank in 1933. 

During the past summer, the new 
A.B.A. executive returned from 
State Department duty in Vienna 
where he served as an accredited 
Minister. While there, he headed the 
United States delegation that ex- 
amined controversial questions per- 
taining to the American Peace 
Treaty. 
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Newly Remodeled 
FIRS’ WATIONAL BANK & TRUST COMPANY 
Evanston, Ill. 
Joseph F. Wanberg, President 
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Mr. Wollen began his banking 
career in 1920 as a clerk with the 
Fletcher Trust Company, Indian- 
apolis. Advancing rapidly up the 
promotional ladder he was elected 
president and director of the 
Hoosier institution in 1935. 

In 1943, Mr. Woolen was elected 
to membership on the Executive 
Committee of the Trust Division of 
the American Bankers Association 
and became chairman of the com- 
mittee in 1944. He was elected vice 
president of the Trust Division in 
1945, and served as president of the 
Division during the Association 
year just closed. 

Mr. Powers, a 
native Minneso- 
tan, entered the 
banking profes- 
sion in 1919 when 
he was named 
cashier of the 
Quamba State 
Bank, Quamba, 
Minn. Elected 
president of 
Quamba in 1922, 
he has continued 
in that capacity since. In 1932, the 
bank was moved to Mora and its 


Frank P. Powers 


name changed to the Kanabec State 
Bank. 

Gordon D. Palmer, president of 
the First National Bank, Tuscaloosa, 
Ala., and W. W. Campbell, presi- 
dent of the National Bank of East- 
ern Arkansas, Forrest, Ark., were 
named president and vice president, 
respectively, of the National Bank 
Division. 

Elwood M. Brooks, president of 
the Central Bank and Trust Com- 
pany, Denver, Colo., and Frank L. 
King, president of the California 
Bank, Los Angeles, Cal., were elect- 
ed president and vice president, re- 
spectively, of the State Bank Divi- 
sion. 

R. M. Alton, vice president of the 
Trust department of the United 
States National Bank, Portland, 
Ore., and H. M. Bardt, vice presi- 
dent and senior trust officer of the 
Bank of America, San Francisco: 
president and vice president of the 
Trust Division. 

L. A. Tobie, president of the 
Meriden Savings Bank, Meriden, 
Conn., and William A. Marcus, 
senior vice president of the Ameri- 
can Trust Company, San Francisco: 
president and vice president of the 
Savings Division. 

Harry C. Hausman, secretary of 
the Illinois Bankers Association, 
and Paul W. Albright, general sec- 
retary of the Savings Bank Associa- 
tion of the State of New York: 
president and vice president of the 
State Association Section. 
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We invite your inquiry on our 
full list of completed banks. 


A. A. HENKEL & ASSOCIATES, INC. 


Bank Designers and Sngineers 


333 NORTH MICHIGAN AVENUE 


Chicaga 41 














Underwriters Issue Booklet 
On Fire Prevention 


“Stop Fire—Save Jobs” is the 
title of a valuable little 16-page 
booklet being distributed free of 
charge by the National Board of 
Fire Underwriters, 85 John St., New 
York 7, N. Y. 

In addition to encouraging a 
sound program of fire prevention by 
pointing out ways to detect and 
eliminate hazards common to busi- 
ness and industry, the booklet also 
seeks to inform employees about 
the basic elements of fire protection, 
so they will recognize the operation 


and importance of sprinkler sys- 
tems, fire extinguishers, automatic 
alarms, fire doors, exit drills and 
other safeguards. 


Chase Honors 25 Year Group 


More than 1,100 employees, who 
have served for the past 25 years 
or more on the staff of the Chase 
National Bank, were honored re- 
cently at a dinner held in the grand 
ballroom of the Waldorf-Astoria 
Hotel. Hosts and speakers at the 
affair were Winthrop W. Aldrich, 
chairman of the board of Chase, and 
Arthur W. McCain, president. 













































.. . and high time to be ordering 
your Christmas Club Supplies from 
Rand ME€Nally 
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They really work—that’s why Rand M¢Nally 
Christmas Savings Club systems are popular. The 
materials are modern, efficient. Coupon books and 
checks are printed on attractive safety paper. Since 
the systems are self-computing, with registered 
account numbers, they save your time and foster 
the goodwill of your customers. 


It’s time to order Christmas Savings Club systems 
NOW, while paper stocks are still obtainable and 
wide choices not depleted. We’ll gladly send you 
complete information on these effective systems. 


For more than 75 years, Rand M°Nally has been 
working with banks, helping to simplify problems 
and routines. May we help you . . . with trouble- 
free systems for Christmas Savings Clubs, Income 
Tax Clubs, Vacation Clubs, Personal Loans, Con- 
sumer Credit operations? 


RAND MSNALLY & COMPANY 
111 Eighth Avenue, New York 
Chicago . Washington, D. C. ° San Francisco 











Harold W. Brown Heads 
Hollywood State Bank 


Harold W. Brown, Hollywood and 
California banker for the past 12 
years, was recently elected presi- 
dent of the Hollywood State Bank. 
Prior to coming to the Los Angeles 
area in 1935, Mr. Brown had more 
than 20 years of banking experience 
in the Middle West. 
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Wade E. Bennett 


Simultaneously three other major 
promotional advancements were re- 
ceived by Hollywood State execu- 
tive officers. Wade E. Bennett has 
been chosen first vice president; 
E. F. Scarborough, second vice pres- 
ident, and Ralph Peterson, vice 
president. 


Travelers Cheques On Air 


Vox Pop, “the show that travels 
America” has been selected by the 
American Express Co., 65 Broad- 
way, New York 6, N. Y., as the 
radio program best suited to pro- 
mote its travelers cheques. 

Every Wednesday night a radio 
audience of over 10,000,000 people 
will be told of the importance of 
protecting their travel funds with 
American Express travelers cheques 
and of the convenience of buying 
them at their local bank. 


Thomas W. Evans, former mem- 
ber of the Municipal department of 
Halsey, Stuart & Company, Chicago, 
recently joined the Continental Illi- 
nois National Bank and Trust Com- 
pany of Chicago as manager of its 
municipal bond department. Mr. 
Evans succeeds John W. Denison, 
second vice president, in this post. 


Miss Gallagher Honored By 


Security-First National 

Hazel Gallagher, former opera- 
tions executive at the Visalia office 
of the Security-First National, Los 
Angeles, has been appointed vice 
president of the bank’s Santa Bar- 
bara branch. Miss Gallagher’s 
lengthy banking career, which 
spans 27 years with Security, was 
initiated in Canadian financial in- 
stitutions. 
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New Directors 


First National Bank of Fort Worth, 
Fort Worth, Tex.: R. E. Cox, pres- 
ident of R. E. Cox & Co. 

First National Bank of Miami, 
Miami, Fla.: Charles F. Baldwin, 
head of Baldwin Mortgage Co. 

Manufacturers Trust Co., New York, 
N. Y.: Leroy A. Van Bomel, pres- 
ident of National Dairy Products 


Mr. Van Bomel 
started his busi- 
ness career in 
1909 with what 
is now known 
as the Sheffield 
Farms Co., and 
was elected to 
the presidency 
of that company 
in 1928, succeed- 
ing his father, the 

late Isaac A. Van Bomel. He has 

been president and chairman of 
the executive committee of Na- 
tional Dairy Products Corp. since 

1941, and is a trustee of the 

American Heritage Foundation. 
Maryland Trust Co., Baltimore, 

Md.: John A. Stalfort, president 

of Consolidated Engineering Co., 

Inc. 

National Shawmut Bank of Boston, 
Boston, Mass.: Josiah B. Rutter, 
vice president of the Monsanto 
Chemical Co., and general man- 
ager of its Merrimac Division. 


Leroy A. Van Bomel 


Edgar L. Rossin Roland R. McElvare 

Public National Bank and Trust Co., 
New York, N. Y.: Rowland R. 
McElvare, senior vice president 
and trustee of Bank for Savings 
in the City of New York; Edgar 
L. Rossin, vice president and 
director of Miami Copper Co. 

United States National Bank of 
Portland, Portland, Ore.: William 
S. Walton, vice president, Salem 
office. 


The business development de- 
partment of The American National 


Bank, Nashville, Tenn., recently 
welcomed to its membership, Mur- 
ray M. Johnson, Jr., formerly asso- 
ciated with the Chamber of Com- 
merce as director of its convention 
and tourist bureau. 
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sone You Alive to this Sttuation ? 
< 


Construction costs are rising. Many an owner 
of property is faced with the danger of finding 
himself under- insured should he suffer a loss. 
Now is the time to check the amount of insur- 
ance you carry and to determine if it is in line 
with today’s building costs. 


We'd be glad to do what we can to help. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 


Reliance Insurance Company of Canada 
Montreal 1, Canada 





N. Y. Journal Of Commerce 
Aids Securities Buyer 


A new Monday section entitled, 
“Financing Scheduled For This 
Week,” has recently been started 
by the N. Y. Journal of Commerce 
to give the prospective securities 
buyer a working knowledge of the 
details affecting the new stock and 
bond issues planned for each week. 

All offerings of the week are 
listed according to the day for 
which their issue is scheduled. With 
these listings are detailed discus- 
sions which tell of past financing, 
the position of the company as of 
the present, what its plans are for 
the future and its prospects for 
earnings. 


Edward S. Pauly, vice president 
of Security-First National, Los An- 
geles, has retired after completing 
more than 59 years with the institu- 
tion—an almost inimitable record 
in the annals of employment lon- 
gevity. A leader in his field for sev- 
eral decades, Mr. Pauly has long 
maintained his office in downtown 
Los Angeles at the bank’s Fifth and 
Spring Sts. branch. 


IBM Names New Officers 


J. G. Phillips, former vice presi- 
dent and treasurer of International 
Business Machines Corp., has been 
elected executive vice president by 
the corporation’s board. Thomas J. 


Watson, Jr., vice president and 
director, has been named to the 
Executive and Finance committee; 
A. L. Williams, controller, has been 
made treasurer; Herbert T. Hans- 
ford, former assistant controller has 
succeeded to the post of controller, 
and Bernard Wiegard, general audi- 
tor, has become assistant controller. 


Appointments of W. Donald Jor- 
dan as secretary of the bank and 
Peter J. Brennan as assistant man- 
ager of the foreign department re- 
cently became effective at Chemical 
Bank and Trust Company, New 
York. Mr. Jordan, formerly assist- 
ant treasurer, supplanted Stephen 
L. Jenkinson, who retired on Octo- 
ber 1 after 47 years in Chemical’s 
employ. Mr. Brennan, who lived 
in Argentina after his discharge 
from the Navy, is engaged in the 
administration of the bank’s Latin 
American business. 


Clark County National 
Sold To Seattle-First 


In an important transfer of bank- 
ing ownership, the Seattle-First 
National Bank, Seattle, Wash., has 
acquired control of the Clark Coun- 
ty National Bank, Vancouver, Wash. 
The sale of Clark County National 
by interests affiliated with the 
United States National, Portland, 
Ore., resulted from a decision by 
the Portland national to confine its 
operations to the state of Oregon. 
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Photographs Make Attractive Lobby Decorations 


Shown above are the first in a series of large photographs employed as murals in the 
newly constructed and remodeled branch lobbies of the Citizens National Trust & Sav- 


ings Bank of Los Angeles. 


The photographs, taken expressly for the purpose so that proper depth and perspective 
may be obtained, are enlarged to a 60 x 90-inch size, mounted on masonite, and attrac- 
tively framed in oak to match lobby fixtures. 

Other pictures are under preparation and the bank plans to rotate them every three or 


four months. 


More Banks Join The Par List 


Banks in the following cities have re- 
cently announced that they will pay all 
checks at par. 


‘FLORIDA 
Auburndale 
ILLINOIS 
Glencoe 
Sheridan 
Vermont 
Westfield 
KANSAS 
Burrton 
NORTH 
CAROLINA 
Spindale 


OKLAHOMA 
Shidler 

TENNESSEE 
Jamestown 

TEXAS 
Premont 
Ysleta 
VIRGINIA 

Windsor 

WISCONSIN 
Durand 
Greendale 


American Trust Selects 
Four Assistant Cashiers 


American Trust Company, San 
Francisco, has advanced four mem- 
bers of its staff to positions as as- 
sistant cashiers: Stanford Christian 
in the Civic Center office; Richard 
D. Jackson in main office operations; 
Merle L. Lancy in Modesto, and 
John E. Gallagher in Santa Rosa. 


Surplus Account Increased 


The board of directors of the 
Chemical Bank & Trust Co. recent- 
ly approved the transfer of $5,000,- 
000 from Undivided Profits to Sur- 
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plus Account. The capital structure 
of the bank now consists of $25,- 
000,000 capital stock, $75,000,000 
Surplus and over $7,000,000 un- 
divided profits. This is the seventh 
increase in surplus account since 
1936. 


Todd Company Continues 
Canadian Expansion 


Continuing the firm’s Canadian 
expansion program to service the 
growing Dominion market, A. Rich- 
ard Todd, executive vice president 
of The Todd Company, Inc., Roch- 
ester, N. Y., recently announced the 
purchase of Modern Lithographing 
and Printing, Reg., Montreal, by 
The Todd Company, Ltd., wholly- 
owned Canadian subsidiary of the 
Rochester firm. 


Society for Savings, Cleveland, 
has recently assumed sponsorship 
of a new radio program which pre- 
sents popular concerts recorded by 
the Cleveland Symphony Orchestra 
and features Dr. Rudolph Ringwall, 
associate director of the orchestra. 
Concerts will be broadcasted over 
Station WJW of the ABC network 
on Thursday evenings from 7:30 to 
8:00 P. M. 
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Dr. John 
-M° Loughlin 
balher ff 


© EASY TASK awaited John McLough- 
lin in 1824 when he assumed his duties 
as manager of the Hudson’s Bay Company 
interests from the Rockies to the Pacific, 
from Russian Alaska to Spanish California. 
During twenty-two successful years the 
Quebec-born trader was the hope and sup- 
port of Oregon country pioneers, king of 
a thousand Canadian trappers and auto- 
crat of a hundred thousand Indians. 
The second quarter of the last century 
was critical in the history of this vast wil- 
derness, and McLoughlin became its out- 
standing figure. Despite orders to subdue 
the Indians while still inducing them to 
collect furs and to keep the land wild for 
fur-bearing animals by discouraging agri- 


The house is now a treasury of early Oregon relics 
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cultural settlers, his con- 
science and humanity won 
out; it was his generosity to 
American immigrants reach- 
ing his territory ina destitute 
condition that earned him 
his recognition as “Father of 
Oregon.” His encourage- 
ment of agriculture and the 
exportation of lumber, sal- 
mon and flour were of great 
commercial importance at a 
time when the country was looked upon 
merely as a good trapping ground. How- 
ever, his superior’s complaints against this 
policy eventually culminated in an order to 
give no further aid to settlers. In 1846 
McLoughlin resigned rather than obey and 
moved to Oregon City where he became an 
American citizen in 1851. 

His home there, probably designed by 
Dr. McLoughlin himself in a colo- 
nial style adapted to pioneer living 
conditions, was built largely of lum- 
ber hand-hewn on the spot. The 
doors and windows were brought 
around Cape Horn from the East. 
The furniture, silver and china came 
from England. This 
patriarch of the 
Northwest was an 
imposing personal- 
ity, 6 feet 4 inches 
tall, with long white 
locks that had earned 


The dining room furniture was used by McLoughlin at Port Vancouver 


him the Indian name of “White Eagle.” In 
his new home he maintained a high stand- 
ard of living for the times and more than 
once reproved the colonists, “Your manners, 
before ladies,” when hats were not removed 
in the presence of his part Indian wife. 

His house now has been moved from its 
original site to a bluff above the river on 
land McLoughlin gave the city for a public 
park. It is administered by the McLoughlin 
Memorial Association, the Municipality of 
Oregon City and the National Park Service. 

The Home, through its agents and bro- 
kers, is America’s leading insurance protec- 
tor of American Homes and the Homes of 
American Industry. 


*« THE HOME * 
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| you consider your checks from the standpoint of 

advertising value you have an added reason for 

having them lithographed or printed on La Monte 

Safety Paper —recognized everywhere as America’s 
standard of quality in check protection 
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SAFETY PAPER FOR CHECKS | 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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Why not follow the lead of 
standing banks and corporations? 
* reproduce your trade-mark in the pr 
tion and counterfeiting—saves banks 
sorting time — helps prevent errors. .. _. 
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